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Learning and Earning 


There can be no standing still in today’s highly competitive business world. 
Our “earning power” has become increasingly dependent on our “‘learning power’. 
When learning stops the opportunities for future growth in earnings also stop 


or are greatly diminished. 


Penn Mutual underwriters have been quick to realize these facts of life. 
174 have voluntarily completed the Company’s new Extension Course and 
received the above diploma. Another 587 underwriters are currently enrolled 


in this home study course to better their knowledge of the life insurance business. 


The Company also offers courses in Advanced Underwriting for established 


ii ies underwriters and periodically conducts Pension Trust and Profit Sharing 


independence 
stands The 
PENN MUTUAL 


Schools throughout the country. Further, the Company encourages its field 
associates to take L.U.T.C. courses and become candidates for the C.L.U. 


designation by subsidizing the tuition costs. 


We are proud of the fact that Penn Mutual underwriters have a continuing 


thirst for knowledge and are happy to make these facilities available to them. 
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OVER | 
TWO BILLION 
DOLLARS OF 


INSURANCE 
~ IN FORCE 


A qoin of over a billion 
in lose than 5 years 


The tremendous public acceptance of Franklin’s 
Savings-Plus-Protection contracts has made possible 
this record of growth . . . one of the most dramatic 


in the history of Life Insurance 


Lhe o 





JFIRAVNTRILIDY IDURIE cosany 
CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS. 
DISTINGUISHED SERVICE SINCE 1884 


The largest legal reserve stock life insurance company 
in the U.S. devoted ‘exclusively to the underwriting of 


Ordinary,and Annuity plans 
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LIA Split Over 
Variable Annuity; 
Sifts Pros, Cons 


if New Cover to Be 
Written, ALC Favors 
Separate Corporation 


NEW YORK—Life Insurance Assn. 
of America’s board finds itself so split 
on the variable annuity as to be un- 
able to take a position, while the 
American Life Convention’s executive 
committee has taken a position to the 
extent of saying that if the variable 
annuity business is engaged in, it 
should be transacted by corporations 
set up especially for the purpose and 
not by regular life companies, al- 
though there would be nothing against 
a life company owning such a cor- 
poration if permitted by law to do so. 

This was brought out at the annual 
meeting of LIA here during the in- 
formal discussion of current problems. 

Discussion leaders were Ray D. 
Murphy, president of Equitable So- 
ciety and retiring president of LIA, 
and Bruce E. Shepherd, LIA manager. 


It was brought out that the joint 
ALC-LIA legislative committee found 
itself so divided on the variable an- 
nuity that it could not make any rec- 
ommendation to the governing bodies 
of the associations as to what position 
they should take but stated that if 
any legislation were to be enacted, the 
variable annuity should be strictly 
regulated in the public interest and 
that the subcommittee headed by 
President Richard Evans of Colonial 
Life should be continued to study the 
matter, Suggested legislation accom- 
panied the resolution adopted by the 
joint legislative committee. 

Henry Rood, vice-president and ac- 
tuary of Lincoln National Life, said 
the committee decided that someone 
was going to issue the variable an- 
nuity and the life companies had a 
responsibility to see that it was on a 
sound basis and properly regulated. 
Hence, the model legislation provides 
both for issuance direct by a life com- 
pany or through a subsidiary com- 
pany and includes a mandatory pro- 
vision for a balance between equity 
annuities and fixed income obliga- 
tions. 

Mr. Murphy wondered if it might 
be possible that the law in New York 
would be amended so as to have an 
entirely separate chapter setting up 
variable annuities as a_ separate 
branch of insurance, just as ithe law 
defines fire insurance, for example, 
as a separate line. One incentive, he 
pointed out, would be the right to 
impose a premium tax. 

J. E. Day, associate general solicit- 
or of Prudential, said that such a chap- 
ter could be enacted and bring in as 
many of the sections of the life in- 
surance law as might be considered 
applicable. However, he said that in 
his personal view such a move would 
be an invitation to the securities and 

(CONTINUED ON PAGE 14) 


Conn. General Deal 
for National Fire 
Held Up by N. Y. 


NEW YORK—The New York de- 
partment has questioned the right of 
Connecticut General Life to go ahead 
with its projected purchase of control 
of National Fire of Hartford on the 
ground that section 42, subsection 3 of 
the New York law prohibits a life 
company from doing other than a life 
business and section 90 exacts “sub- 
stantial compliance” with the New 
York law from out-of-state companies 
licensed in New York. 

The result was that the Connecticut 
General stockholders meeting called 
for Tuesday of this week was ad- 
journed to Jan. 6, with the understand- 
ing that if the situation is not clarified 
by then through conferences between 
Connecticut General counsel and the 
New York department, the stockholders 
meeting will be further adjourned to 
Jan. 24 “but in no event will the pro- 
posal be held open beyond that date,” 
according to the letter that President 
Frazar B. Wilde of Connecticut Gener- 
al has written to the stockholders. 


While Connecticut General would 
not actually be insuring fire risks, the 
department interprets ownership of the 
controlling interest in National Fire 
and control of its management as con- 
stituting doing other than a life busi- 
ness which is forbidden by section 42. 

“Special New York counsel retained 
by Connecticut General agree with us 
that the proposed affiliation is consist- 
ent with New York law,” Mr. Wilde’s 
letter stated. “Conferences with the 
New York insurance department are 
still going on in an effort to resolve 
these differences. Because approval of 
the department is, from a _ practical 
standpoint, a necessary prerequisite to 
consummation of the affiliation, our 
meeting was adjourned to permit time 
for further discussion. 


“If the situation has not been clari- 
fied by Jan. 6, 1956, and it appears 
that it may be clarified within a short 
time thereafter, the meeting will be 
further adjourned to Jan. 24, 1956, but 
in no event will the proposal be held 
open beyond that date.” 


Ordinary Sales Set 
Records, Rise 20 % 


Because of the huge federal employ- 
es group case written in November 
1954, the total of life insurance sales 
last month showed a drop of 55%, ac- 
cording to LIAMA. However, the 
month’s total of $4,498,000,000 brought 
the aggregate for the first 11 months 
to $42,920,000,000, enough to show a 
4% increase for the period despite the 
1954 bulge caused by the government 
employes case. 

Excluding the federal group, No- 
vember sales were up 28% and 11- 
month sales were up 18%. 

Ordinary sales in November totaled 
$2,765,000,000, increase 20% for the 
largest November on record. 

New group sales in November 
amounted to $1,284,000,000, down 83% 
if the federal group is included but 
up 75% and a record if this special 
coverage is excluded. These figures 
represent new groups set up and not 
additions to group contracts already 
in force. 

Industrial sales in November totaled 
$594,000,000, increase 1%. 

Ordinary sales in the first 11 months 
totaled $27,793,000,000, increase 20%, 
for a new record. 

Year-to-date group sales amounted 
to $9,011,000,000, down 26% if the fed- 
eral group is included but up 31% 
and a record if that group is excluded. 

Industrial year-to-date sales totaled 
$6,116,000,000, increase 2%. 

LIAMA’s figures did not include 
monthly purchases of credit policies. 


Manhattan Life 


Promotes Three 

Manhattan Life has promoted Frank 
J. Finan to assistant treasurer, James 
F. McGrath to assistant secretary and 
George A. O’Dowd to assistant super- 
intendent of agencies, eastern division. 

Mr. Finan, who joined the company 
in 1937, has been real estate appraiser. 

Mr. McGrath, who joined in 1942, 
has been office manager of the in- 
vestment department. 

Mr. O’Dowd joined the agency de- 
partment in 1950 and has been agency 
assistant. 











Late News Bulletins... 








Conn. Mutual Names Mitchell at Portland 

Connecticut Mutual Life has appointed Robert L. Mitchell general.agent at 
Portland, Ore., in partnership with H. B. Merrifield. Mr. Mitchell succeeds 
John Merrifield, who has resigned due to rising pressures as president of In- 
surance Co. of Oregon and his political activities. Mr. Mitchell joined the 
company at Portland in 1949. John Merrifield, with the company since 1927, 
had been in partnership with his brother since 1952. 


To Dedicate NALU Building Sept. 28 


NEW YORK—tThe new Washington headuarters building of National Assn. 
of Life Underwriters will be dedicated Friday, Sept. 2 on the last day of 
NALU’s 1956 annual convention. Dedication ceremonies will occupy the entire 
forenoon and will be followed by the traditional fellowship luncheon, final 


convention event. 


These plans, were adopted by NALU’s executive committee on recommend- 
(CONTINUED’ ON PAGE 16) 
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Practices Meeting 


To Get Up A&S Code 


Divergent Decisions Issued 
In Two Cases in Wake of 
Acceptance of Mason Motion 


WASHINGTON Federal trade 
commission has authorized a _ trade 
practices conference with A&S in- 
surers during which rules to regulate 
advertising of A&S insurance will be 
drawn up. 

The adoption of FTC Commissioner 
Mason’s motion, which called for the 
trade practices conference, coincided 
closely with the issuance of two inter- 
locutory decisions in FTC complaints. 
These decisions, given by FTC Exam- 
iners Cox and Hier, reflected differ- 
ences in the basic FTC concepts of 
A&S advertising. 

No date has been set for the confer- 
ence, although Feb. 8 has been men- 
tioned. The conference will be super- 
vised by Commissioner Mason, but 
the FTC trade practice conference di- 
vision will probably require consid- 
erable time to make necessary ar- 
rangements. Insurance representa- 
tives will be invited to attend, as well 
as state insurance commissioners, par- 
ticularly members of the committee 
on interpretation of the code devel- 
oped by National Assn. of Insurance 
Commissioners. They are Pansing of 
Nebraska, Holz of New York, Shee- 
han of Minnesota, Gillooly of West 
Virginia and Knowlton of New Hamp- 
shire. Other interested parties will 
also be invited, among them repre- 
sentatives of the public, and of life, 
casualty, A&S, and mail order insur- 
ance, including Blue Cross and Blue 
Shield. 


FTC is expected to take the A&S 
advertising code developed and ap- 
proved by NAIC as the basis of the 
conference procedure. That code, how- 
ever, will be subject to revision, 
amendment, and modification. 

Generally speaking, insurance rep- 
resentatives here approve the FTC 
move. These include representatives 
of life, A&S and mail order insur- 
ance. Experience of the latter group 
has not been satisfactory under the 
mail order trade practice conference 
code promulgated by FTC in 1948, 
according to the  group’s. counsel, 
A. Alvis Layne. 

Mr. Layne said he assumes FTC 
wants to keep good faith with insur- 
ance in connection with the new step. 
He raised the question whether FTC 
will continue to prosecute companies . 
complying with the old rules. He has 
protested such tactics in ‘connection 
with hearings and arguments recently 
in cases involving some of the 41 com- 
panies FTC has charged with false 
and misleading advertising. 

There is no official answer, yet, to 
the question of what FTC will do 
about other complaints against A&S 

(CONTINUED ON PAGE 13) 
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SUCCESSION TAKES PLACE in two major organizations: at left, Edmund Fitzgerald, president of Northwestern 
Mutual Life, accepts the gavel from President Ray D. Murphy of Equitable Society as Mr. Fitzgerald becomes presi- 
dent of Life Insurance Assn. of America at the annual m:eting in New York City. In the right-hand picture President 
E. M. McConney of Bankers Life of Iowa, the new chairman of Institute of Life Insurance, accepts the good wishes of 
his predecessor, President Carrol M. Shanks of Prudential, following the election in New York City. 








Set New Rules on Life 
Sales to Servicemen 


Department of Defense has issued 
an order to protect military personnel 
who buy commercial life insurance. 
The directive followed a long investi- 
gation by a House armed services sub- 
committee headed by Rep. Hebert of 
Louisiana into insurance practices at 
home and overseas. The order, cover- 
ing most subcommittee recommenda- 
tions, included these provisions. 

Agents who violate regulations will 
lose the privilege of selling to service- 
men. 

Companies selling to servicemen on 
overseas bases must apply annually 
to the defense department for accredit- 
ation and file a financial statement 

In the U.S., companies and agents 
must be licensed by a state or terri- 
tory. 

Solicitation of mass or captive audi- 
ences in training camps or ports of em- 
barkation is forbidden. 

Military personnel on active duty 
are prohibited from representing any 
insurance company. 

Commanders of military installa- 
tions have control over salesmanship 
and are responsible for counseling per- 
sonnel on purchases. 

Insurance companies must assume 
responsibility for actions and state- 
ments of their agents. 

The directive guards against misuse 
of a company’s privilege to let service- 
men meet premiums by pay allot- 
ments. 





Fire Hansen as President 


of American Atlas Life 


Charles M. Hansen has been dis- 
charged as president and director of 
American Atlas Life of Dallas, less 
than six months after he assumed 
management of the company. News of 
the firing was released by Mr. Hansen 
himself in a telegram to Texas com- 
missioners. 

The announcement was brief, mere- 
ly citing the fact that Joe A. Irwin, 
head of American Atlas Corp., Dallas, 
which owns the life company and other 
insurance and investment firms, “in- 
formed me that I had been dis- 
charged.” 

Mr. Hansen joined the Irwin group 


last August, resigning as actuarial 
vice-president of Bankers Life & Cas- 
ualty, which he joined in 1951. In his 
28-year insurance career, Mr. Hansen 
has been an officer of several com- 
panies and chief actuary of the Mis- 
souri department. : 

Among the interests of American At- 
las Corp. is Home Service Casualty 
of Dallas, recently placed into re- 
ceivership by the state. 





Phoenix Mutual Names 
Campbell 2nd V-P and 
Counsel; Ups 2 Others 


Phoenix Mutual Life has promoted 
Hugh S. Campbell to 2nd vice-presi- 
dent and counsel, John Gummere to 
assistant actuary and Dr. William R. 
Bradley to assistant medical director. 

Mr. Campbell, who joined the com- 
pany in 1933, was named _ assistant 
counsel in 1946 and counsel in 1948. 
Three years later he was appointed 
secretary and counsel. 

Mr. Gummere joined the actuarial 
department in 1949 and was appointed 
actuarial assistant in 1952. He is a 
fellow of Society of Actuaries. 

Dr. Bradley has been with the com- 
pany since 1954. 





Young Men of Year 
Awards Given in N. Y. 


J. E. Kenny, Massachusetts Mutual 
Life general agent, Cornelius J. Reid of 
C. J. Reid & Co., New York City bro- 
kerage firm, and James J. Ward, in- 
dependent adjuster, were chosen 1955 
insurance men of the year in New 
York City. The awards were sponsored 
by the insurance committee of Young 
Men’s Board of Trade. 

Judges were Harold A. Lowenheim, 
Home Life, president of New York 
City Life Underwriters Assn., Walter 
J. Hill, president of Insurance Brokers 
Assn. of New York, Rodney E. Piersol 
of Alexander & Alexander, chairman 
of the insurance section of New York 
Board of Trade, Albert E. Mezey, 
agent, president of New York Assn. 
of Insurance Agents, Sherman Thurs- 
by, president of New York Assn. of 
Independent Insurance Adjusters, and 
H. Sumner Stanley, general manager 
of New York Fire Insurance Rating 
Organization. 


Leasehold Mortgages 
Gaining Popularity 


Although many states have passed 
laws in the last 10 years to open up 
new investment fields—like leasehold 
mortages—for life companies, the 
amount of such mortgages held by any 
one company will probably always be 
small in relation to its fee mortgages, 
Harry B. Hyde, associate general solic- 
itor of Prudential, said at the meeting 
in New York City of Assn. of Life In- 
surance Counsel. 

However, Mr. Hyde said, leasehold 
estates are being offered as security 
for mortgage investments with increas- 
ing frequency. Leasehold financing 
may become more prevalent in some 
parts of the country as real estate 
investors extend their operations from 
metropolitan centers where the practice 
has been more common. In cases where 
property has been depreciated over the 
years, a sale of the fee may be less at- 
tractive tax-wise to the owner than a 
long-term lease requiring the tenant 
to make substantial permanent im- 
provements. These factors, complemen- 
ted by the growing need for investment 
outlets, may result in a greater number 
of leasehold mortgages in the future, he 
predicted. 

Since leaseholds usually affect valu- 
able commercial property, the mort- 
gage against the leasehold interest will 
be substantial, ranging from six fig- 
ures upward, Mr. Hyde said. 

There are certain hazards peculiar 
to making a loan which depends for 
repayment upon the continued exist- 
ence of a defeasible estate. The possi- 
bility of termination of the lease before 
its intended expiration date is the fac- 
tor which, more than anything else, dis- 
tinguishes the leasehold mortgage from 
one against the fee. Mr: Hyde discussed 
some of the hazards and suggested 
some ways to avoid them or make them 
less dangerous. 


—_—_ 


Long New Okla. Actuary 


Robert A. Long has been appointed 
actuary of the Oklahoma department. 
He formerly was an actuary with 
Texas Prudential. 


Maritime Fund to 
Self-Insure; Sets 


Serious Precedent 


NEW YORK—lIn a move that pro. 
bably presages the loss of an important 
volume of insured business, the trust. 
ees of the National Maritime Union’s 
welfare fund voted to switch from an 
insured to a self-insured basis to save 
an estimated $120,000 a year. 

The fund, which covers 40,000 east 
coast seamen and 170 ship operators, 
has been insured in John Hancock. 

Of the anticipated $120,000 annua] 
savings premium taxes alone account 
for some $80,000. 

The seriousness of the move, from 
an insurance indusiry _ stand-point 
is that while there are many other 
self-insured welfare funds, this is the 
first one of any size to switch from 
insured status to self-insured. 

The action followed Supreme Court 
Justice Eder’s dismissal of the trust- 
ees’ petition for a declaration of their 
right to self-insure. The petition was 
filed because the New York _ insur- 
ance law permits unions operating their 
own welfare programs to self-insure 
but the insurance department position 
is that a fund that is jointly adminis- 
tered by the union and the employers, 
as is required by the Taft-Hartley 
law, may not self-insure. Judge Eder 
dismissed the petition on the ground 
that no order or regulation issued by 
Superintendent Holz stood in the way 
of self-insuring the Maritime fund. 
Action on aé_ specific self-insurance 
program was postponed until Jan. 25 
to allow the fund’s consultant, Martin 
E. Segal, to formulate detailed plans 
and cost estimates. 

Superintendent Holz had been asked 
for a ruling but said that a decision 
on a self-insurance should be embodied 
in the comprehensive program for su- 
pervision of welfare funds that he in- 
tends to submit to Governor Harriman 
next month. 


Although the department has in- 
formed all inquirers that jointly ad- 
ministered welfare funds could not 
legally be self-insured, a number of 
these funds have done it without ask- 
ing, on the assumption that since union 
welfare funds could do it there was no 
reason to suppose that jointly operated 
funds could not self-insure. Thus far 
the department has taken no action 
against the trustees of these jointly 
operated self-insured funds. However, 
the size of the Maritime Union fund 
and the fact that it was put up to Su- 
perintendent Holz and then to the 
court puts the issue squarely up to Mr. 
Holz. He has not yet indicated what 
action he will take. In answer to a 
query from THE NATIONAL UNDERWRIT- 
ER he indicated he would cover this 
type of situation in the report he will 
make to the governer within the next 
few weeks. 





Home Life to Continue 
1955 Dividend Scale 


Home Life of New York will con- 
tinue the 1955 scale of dividends pay- 
able on ordinary policies in 1956. 

Dividend apportionment in 1956 will 
be 8% more than in 1955, primarily 
because a larger amount of insurance 
is involved. In 1955, there was a 20% 
increase in the dividend scale over 
the previous year. 

Dividend payments for the first quar- 
ter of 1956 have been authorized. Di- 
vidends for the remainder of the year 
will be authorized as soon as year- 
end figures are compiled. 
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By ROBERT B. MITCHELL 


A peculiarly exasperating dilemma 
faces insurance agents: Should they 
contend that the commissions they re- 
ceive on policies they buy for their 
own use are free from the federal in- 
come tax which the internal revenue 
service says is due on them? Or should 
they acquiesce in the revenue service’s 
positicn, on the ground that any other 
course would tend to undermine the 
state anti-rebate laws? 

The frustrating part of this is that 
even if the agents agree with the in- 
ternal revenue service’s viewpoint, 
thereby passing up a chance to save 
themselves considerable tax money, it 
may not dc any good. For the anti- 
P rebate laws may get undermined any- 
way, if the labor unions succeed in 
their effort to eliminate the cost of the 
agent’s commission in welfare plans 
not handled by an agent. 

Two life agents are suing the gov- 
ernment to recover income taxes paid 
on commissions from policies they 
wrote for their cwn use. Their position 
is that when an agent buys insurance 
at net rates for his own account there 
is no commission involved and hence 
no tax liability, any more than there 
is, for example, when an automobile 
salesman buys a car for his own use 
and thereby saves the commission. 

National Assn. of Life Underwriters 
thought enough of these agents’ con- 
tention that it gave its counsel discre- 
tionary power to file amicus curiae 
briefs. However, the New York State 
Assn. of Life Underwriters, mindful 
of union demands for ex-commission 
rates on welfare fund insurance, asked 
national association to desist. 

The state association’s reasoning 
runs scmething like this: If the com- 
mission on an agent’s own policies is 
not real income, then he is buying at 
a special, favored rate. That is, his 
company has two rates—a standard 
rate, applicable when commissions are 
paid, and a special rate, applicable 
when no commission is paid. The agent 
gets the special rate because the com- 
pany is spared the cost of paying a 
commission. The New York state assc- 
ciation feels that this comes uncom- 
fortably close to what the unions are 
, asking fcr in situations where no agent 
does anything to earn a commission. 

But as a means of weakening the 
union case for ex-commission rates 
the taxability of commissions paid on 
an agent’s own policies has a serious 
flaw: It is unfortunately vulnerable 


to the charge that the insurance peo- 
ple are agreeing to it not as something 
with any real merit cr sound philo- 
sophical basis but solely as a strategic 
measure to yank the rug from under 
the union argument. 

It is well known that the state asso- 
ciation’s reason for nct opposing the 
taxation of commissions in an agent’s 
own policies was fear of what it might 
do to the anti-rebate laws. The unicns 
would of course pounce on this as evi- 
dence that the agents were not partic- 
ularly concerned with principles but 
were merely sacrificing a chance at 
income tax savings in the hepe of 
averting the greater eventual general 
loss of commissions that could follow 
a deterioration cf the anti-rebate and 
anti-discrimination laws. 

So, as a practical matter, there is 
plenty of reason to doubt that the 
taxing of commissicns on the agent’s 
personal insurance would have the 
slightest effect on the strength of the 
unions’ ex-commission case. If an 
agent’s commissicn is held by the 
courts to be free of tax, the unions 
will make the best use they can of it. 
If it is held taxable, the unions will 
contend that the agents’ acquiescence 
in the tax is a phoney positicn, taken 
only for strategic reasons and having 
no bearing on whether the agent is or 
is not buying his own insurance at a 
special ex-ccmmission rate. 

e ® e 


The union would doubtless also ar- 
gue that since the income tax is gov- 
erned by federal law and rebates by 
state law, status under one has no 
particular bearing on status under the 
other. In support of this could be cited 
the fact that a life agent who is an 
independent contractor under state 
law may at the same time be an em- 
ploye under the federal law covering 
old age and survivor benefits. 

There’s another weakness in using 
the taxability of commissions on an 
agent’s own insurance as a support 
for the anti-rebate laws: For complete 
—and completely ridiculous—consist- 
ency with the anti-rebate laws it 
might be argued that the agent should 
be denied any commission at all on 
his own insurance on the ground that 
it is no more legal for him to “rebate” 
to himself than to rebate to any cther 
buyer. One can imagine a union say- 
ing, “O.K., never mind the ex-commis- 
sion rate. But if the law allows an 
agent to rebate to himself why can’t 
we do the same thing? Why can’t cur 

















Assembling at the speaker’s table at the LIA annual meeting in New York 
(left to right): Morton Boyd, president Commonwealth Life, M. Albert Linton, 
chairman Provident Mutual, Marion B. Folsom, Secretary of the Department 
of Health, Education and Welfare, guest speaker at the luncheon; George Will- 
ard Smith, chairman New England Life, and Ray D. Murphy, president Equit- 
able Society and LIA president, who presided. 


captive agent rebate to us?” 

It’s a sort of philosophical Never- 
Never Land: Is the agent who buys 
insurance for himself getting a special 
ex-commission preferential rate? Or 
dces he pay the full list price and ob- 
tain the regular commission thereon 
for selling himself the policy? Which 
concept is the more damaging to state 
anti-rebate and _  anti-discrimination 
laws—the agent buying at net rates 
or the agent being paid a ccmmission 
and “rebating” it to himself as buyer? 

And finally, as a carefully calcu- 
lated risk, with all factors considered, 
can the agents, by holding still for the 
government’s efforts to tax commis- 
sicns on an agent’s own policies, play 
a key role in frustrating the unions in 
their attempts to buy welfare insur- 
ance on an ex-commission basis? 

For it has to be remembered that 
logic and consistency are not going to 
play any great part in this struggle of 


Loyalty to Agents Can Thwart Efforts of 
Unions to Buy Coverage Less Commission’ 


the unions to buy insurance ex-com- 
mission. If consistency counted, the 
unions wculd blush to ask the compa- 
nies to do to the agents the precise 
sort of thing that labor leaders de- 
nounce the most vigorcusly when it is 
done to union members. The agents 
are up against the unions’ tough- 
minded determination to buy insur- 
ance at the lowest possible cost. But 
an equal tough-mindedness on the 
insurance side can save the commis- 
sion structure, even though union 
pressure should succeed in getting 
legal sanction for ex-commissicn rates. 
Even though the anti-rebate and 
anti-discrimination laws should be 
breached by union political power a 
company can still tell a unicn: 
‘Sure you’d like us to write your 
case ex-commission when you bring 
it in on a silver platter with no agent 
in the picture. But this is an agency 
(CONTINUED ON PAGE 15) 
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are increased and made more 
profitable through use of the 
_ Company's unique College In- 
» surance Sales Kit. This Kit, com- 
plete with a phonograph train- 
ing record, contains all the 
= materials needed to make a 
convincing College 
presentation. It is one of four 
similar Kits, each based on field 
tested procedures which accel- 
erate the sales effectiveness of 
the career life underwriter. 





Insurance 


KEYED FOR 

CAREER LIFE 

UNDERW RITERS 
sates 


EQUITABLE LIFE 


INSURANCE COMPANY OF IOWA 











i 


FteNATIONAL UNDERWRITER 





December 23. 1955 


— 
a 








C. J. ZIMMERMAN’S PREDICTION: 





More Agents Averaging More Income in 
1965 Despite Mass Coverage Increases 


NEW YORK—More agents averag- 
ing more income, despite a substantial 
increase in mass 
coverages, was the 
prediction for 1965 
of Managing Di- 
rector Charles J. 
Zimmerman of 
LIAMA in the 
panel discussion at 
the Life Insurance 
Assn. of America 
annual meeting 
here. The subject 
was a 10 year look 
ahead. 

Mr. Zimmerman 
predicted that there will not only be 
full time life agents but many full time 
multiple line agents who will take care 
of all their client’s coverages. These 
two classes of agents, he believes, will, 
“peacefully coexist.” 

As evidence of the multiple line 
trend, Mr. Zimmerman cited the 
stepped-up efforts of life companies 
to get business from general insurance 
agents and of fire and casualty insur- 
ers seeking business from life agents. 
He mentioned also the buying of one 
type of company by another so as to 
provide across-the-board coverage. 

Though saying that no insurer has 
ever succeeded in getting balanced 
production in a multiple-line opera- 
tion he predicted that at least the 
experiment will be made of trying to 

obtain multiple-line business through 
an adaptation of the debit system. 








Cc. J. Zimmerman 


Mr. Zimmerman foresaw a _ trend 
toward lower costs of life insurance, 
with the agent getting a little less 
per $1,000 than now but making more 
money because of selling more poli- 
cies of a higher average size and op- 
erating with greater efficiency. 

Mr. Zimmerman emphasized the 
challenge to management in doing a 
better job of recruiting men from the 
campuses. He predicted that this 
would be done through some sort of 
apprentice system that would not put 


the new man out into the field as soon 
as is done now. Even doing this how- 
ever, will not make turnover much 
better than it is now because of heavy 
competition from other fields for the 
type of men that life companies want 
as agents. 

In spite of the increase in the so- 
cial security type of legislation and 
the expansion of mass coverages, Mr. 
Zimmerman believes that the next 
decade will provide the greatest mar- 
ket for the full-time career agent that 
he has ever had. He listed these fac- 
tors: 

e Increased home ownership, with 4 
consequent greater need for mortgage 
insurance coverage. 

e More youngsters going to college, 
increasing the market for educational 
insurance. 

e The increased use of business in- 
surance because of the increasingly 
important place of top-notch manage- 
ment personnel. Management person- 
nel will come to be so highly regard- 
ed that it may be that labor will de- 
mand that employers carry key-man 
insurance. 

e The proportion of consumers to pro- 
ducers in the population will be great- 
er than today. People will be spending 
a greater proportion of their lives as 
consumers, because of taking longer 
for education and living longer as re- 
tirees, all of which increases the need 
for life insurance and annuities. 

e There is need for a great deal more 
insurance on the lives of women. 

e Much more juvenile insurance will 
be written. As an example of what 
can be done, 44% of savings bank life 
insurance is on juveniles as against 
28% for LIAMA companies. 

e With continued prosperity more 
people will be inclined to “live it up”. 
They will save less and hence will 
have more need for a hedge through 
life insurance. 

e New markets will open up or great- 


ly expand, for example, the Negro 
market. 
e Greatly increased life insurance 
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Our Piatl Distinction pre 


The AID ASSOCIATION FOR LUTHERANS has the proud distinc- 
tion of being America’s largest fraternal life insurance society. 
After 53 years of operation, we have $950 million insurance in 
force. And we are growing rapidly. 


This record is especially remarkable since the A.A.L. insures 
only members of a particular segment of the Lutheran Church. 
Almost half a million member-owners have legal reserve life insur- 
ance with the A.A.L. This year our average new contract is over 


The Aid Association for Lutherans was founded in Appleton, 
Wisconsin, in 1902. Since then we have paid $90 million in benefits, 
two-thirds of it to living members in the form of surplus refunds, 
disability benefits, matured and surrendered certificates. 





APPLETON. WISCONSIN 








sales should accompany the big in- 
crease that there will be in A&S pay- 
ments, as the latter coverage contin- 
ues to be increasingly sold. 

e There will be the opportunity to re- 
capture part of the savings and in- 
vestment market either through the 
variable annuity or through greater 
life insurance investment in common 
stocks. 

e People will tend to insure more ade- 
quately as insurance becomes more 
popular and as people get more mon- 
ey. The bureau of labor statistics fig- 
ures show that in the $4,000 to $5,000 
annual income group the lowest fifth 
in point of insurance spends $20 a year 
for life insurance while the best-in- 
sured fifth spends about $400 a year. 
A great deal of insurance can be sold 
just by bringing the least-covered 
groups in each income range up to the 
better-insured in the same range. 

In spite of all the factors favoring 
a big expansion of individual life in- 
surance sales the agent will still be 
very much needed to go out and sell, 
to present the “naked choice’ between 
being insured and not insured, Mr. 
Zimmerman said. He emphasized also 
the need for a lot more factual in- 
formation than is available today to 
guide the merchandising of life in- 
surance more effectively. 

One of the research areas that 
greatly needs exploring is why people 
buy. Mr. Zimmerman mentioned a mo- 
tivation research job done in Chicago 
on life insurance but expressed doubt 
about it because it was based on only 
21 persons. There must be research 
in depth by a lot of experienced inter- 
viewers, he said. Much needs to be 
done in finding out what causes peo- 
ple to buy life insurance. 


Depending on whether a straight- 
line or a curvilinear projection is used, 
life insurance sales in 1965 should be 
between $75 billion and $90 billion. 
Both of these are in the area of pre- 
diction made recently by Sales Man- 
agement Magazine, which estimated 
life insurance sales in 1965 at be- 
tween $73 billion and $86 billion. 

By categories, ordinary would be 
$60 billion, group $16 billion while 
weekly premium insurance would 
probably decline or at least not grow 
although there will be an emphasis on 
monthly premium insurance. 

Life insurance in force, which now 
totals about $360 billion, would ap- 
proximate $670 billion to $750 billion 
in 1965, Mr. Zimmerman predicted. 
Full time agents, now numbering some 
180,000 would in 1965 be 234,000 if 
the present rate of growth continues. 
This would represent a 30% increase. 

As for agency outlets, LIAMA’s 71- 
company survey showed that the 
growth in the last 10 years was 25% 
and LIAMA expects a 40% increase 
in the next decade. Main reasons for 
this are growth of population, growth 
in buying ability and the locating of 
new agencies to follow population and 
industry trends. Before 1940 half the 
industrial plants were in cities of 100,- 
000 or more. Today only about one- 
third are. Thirty percent of new plants 
built since 1940 are in cities and towns 
of less than 10,000 population. 

Along with this is the growth of the 
suburbs, such as in Boston and St. 


Louis. Suburban growth has been 
eight times the rate in the center of 
the city in Boston. 

The great increase in agency outlets 
will mean the need for a great many 
more managers. There will be Many 
more agencies in smaller communities 
since the metropolitan cities will be 
restricted by geographic limitations, 
traffic conditions, labor conditions, liy. 
ing conditions, and government poli. 
cy favoring dispersal. Besides this, 
there is the decentralization trend ang 
the diversification of industry. 

Further expansion of mass cover. 
ages may be expected through addi. 
tional groups, additional coverages 
and larger average amounts. Reasons 
for this expansion include economy of 
the mass sales as against the individ. 
ual sale, the reduction in number re. 
quired to constitute a group, as in. 
dicated by the reduction to 10 for 
group and two or three for whole- 
sale; the subsidy if group by the em- 
ployer, the government tax policy fg. 
voring group insurance, which is of 


course abetted by pressure form both * 


management and labor. 
* @ e 


A great deal more of group will be 
on the group permanent plan or else 
will be ordinary with the employe 
paying for the term element and the 
employer paying the difference, said 
Mr. Zimmerman. The latter plan js 
the well known “split-dollar” or “split. 
premium” plan, which has recently 
been given new impetus by a favor- 
able decision of the treasury on the 
income tax status of these plans. 

A development to be expected in 
the next decade is the setting up of 
some sort of clearing-house system to 
keep pace with the mobility of labor, 
As far as pensions are concerned, this 
could be taken care of by willingness 
of employers to vest the employe’s 
pension rights so that he can take his 
pension (but not the cash) when he 
changes jobs. Mr. Zimmerman fore- 
saw the main use of the clearing 
house as facilitating the continuation 
of salary deduction plans when an 
employe changes jobs. 


Asked during the question period 
about what progress is being made in 
better selection of agency managers, 
Mr. Zimmerman described the new 
career analysis program of LIAMA 
which was unveiled at the recent 
LIAMA meeting. He said that there 
is a good deal of promise in one of 
the simplest devices, which was de- ¢ 
veloped by the marine corps. This was 
simply to ask all the men in the boot- 
training camp how they rated their 
fellows on the basis of the various 
qualities making for leadership. A 
well-balanced score: on all’ points 
seems to be the best indicator of suc- 
cess as a leader. 





Goebel Now President of 


Louisville Life Company 


Syl H. Goebel, who recently re- 
signed as Kentucky insurance commis- 
sioner, has been named president of 
Cardinal Life, the new Louisville com- 
pany that will begin writing life cov- 
erages in January and A&S business 
later on. 

Before joining the Kentucky depart- 
ment in 1949 as head of the life divi- 
sion, Mr. Goebel was with Prudential 
for 15 years. He was appointed com- 
missioner in 1953. 

Cardinal Life was formed recently 
with John M. Hennessy, fire and cas- 
ualty agent at Louisville, as temporary 
president. Mr. Hennessy now becomes 
vice-president. 
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Interest in Cruise Convention Bringing in 
MDRT Applications in Extra Heavy Volume 


Motivated apparently to some ex- 
tent by the prospect of a cruise con- 
vention to Bermu- 
da aboard the 
Kungsholm, Mil- 
lion Dollar Round 
Table aspirants 
are getting their 
applications in to 
the Chicago head- 
quarters in unusu- 
ally large num- 
bers, Executive 
Secretary Harriet 
Preinitz reports. 

This is always a 
busy time of year 
for the MDRT central office but this 
vear it’s even busier than usual. For- 
tunately Mrs. .Preinitz and her staff 
are working in new and larger 
quarters, with about 40% more space 
than in the former office in the same 
building, 1 North LaSalle street. In 
addition to Mrs. Preinitz’s assistant, 
Louise Krafft, there are three tem- 
porary workers to help handle the 
peak season load. 

One reason why the processing can 





Harriet Preinitz 


trouble than it would dispose of. 

One way that applicants can help 
insure prompt handling of their ap- 
plications and also make the staff’s 
work a lot easier—is to make sure that 
all information called for in the ap- 
plication is supplied accurately and 
in the form requested. Nearly every- 
thing in the form hasa direct bearing 
on whether the applicant is accepted 
or not, hence any application that is 
faulty has to be returned to the send- 
er. This naturally makes for delay, 
not only for the agent who sent in the 
defective application, but for others 
whose applications have been proper- 
ly completed but are delayed because 
of the slow-up in the processing pro- 
cedure. 

MDRT Chairman Arthur F. Priebe, 
Penn Mutual, Rockford, Ill., has again 
urged all who think they have a 
chance of qualifying for the 1956 
Round Table to make sure they get 
on the headquarters’ mailing list at 
once if they aren’t already on it. Only 
in this way will they be in line to re- 
ceive the reservation forms for the 


Kungsholm cruise, which will be 
reaching the recipients shortly after 
the first of the year. 





Occidental’s Rose Parade 
Float Starts 50th Year 


“Royalty Revisited” has been select- 
ed as the title of Occidental Life of 
California’s entry in the 1956 tourna- 
ment of roses parade in Pasadena, Cal., 
Jan. 2. More than 60 million persons 
are expected to view the float, millions 
on television and a million and a half 
lining the parade route. 

The float is more than 55 feet 
long, 17 feet high, and 22 feet wide. 
It is built around a huge crown in- 
side of which will ride six queens of 
previous rose tournaments. Among 
them will be the former Virginia 
Goodhue, queen in 1948 and now the 
wife of Donald Hess, who is with 
Occidental’s Pasadena agency. Mrs. 
Hess also is the daughter of Roy Good- 
hue, Occidental’s chief purchasing 
agent. 

Entry into the parade, initiated more 
than a year ago by Occidental, will 
mark the beginning of the company’s 
50th anniversary celebration. This is 
the first entry of a life company in the 
floral pageant. 


To Seek Welfare Fund 


Registration with U. S. 


WASHINGTON—Secretary of La- 
bor Mitchell outlined at a press con- 
ference a six-point program of labor 
legislation the administration will back 
at the coming session of Congress. This 
includes legislation requiring federal 
registration of union welfare funds and 
pension plans and disclosure of their 
financing, but leaves to the states 
supervision of the funds. The admin- 
istration also will seek liberalization 
of benefits under the longshoremen’s 
and harborworkers law and legislation 
for non-occupational disability benefits 
in District of Columbia. 


Southland Life to Start 
New Building Dec. 31 


Ground will be broken Dec. 31 for 
the 42-story Southland Central build- 
ing in downtown Dallas. The $20 mil- 
lion building, future home of Southland 
Life, will have five basement levels 
and structural appearance similar to 
Rockefeller Center in New York. The 
building, which will feature an under- 
ground garage and shopping area, is 
scheduled for completion in 1958, the 
company’s 50th aniversary. A heliport 
is planned for the roof. 





proceed as rapidly as it does, despite 
the constant increase in applications 
and members each year, is that MDRT 
for the second year has the aid of 
Walter N. Hiller, Penn Mutual, Chi- 
cago, a former MDRT chairman, as 
membership secretary, to do the pre- 
liminary work for the executive com- 
mittee in handling the numerous bor- 
derline decisions on eligibility. 


Most of these questions arise in con- 
nection with whether or not the ap- 
plicant has been a member of Na- 
tional Assn. of Life Underwriters for 
the full qualification period, as re- 
quired by MDRT by-laws. 

MDRT membership is recognized as 
conferring so much prestige that an 
agent who needs a slight stretching of 
the rules to get in can usually be de- 
pended upon to do a selling job the 
like of which he never did on his best 
prospect. However, MDRT executive 
committees discovered long ago that 
anything but a completely meticulous 
application of the rules provided by 
the by-laws would create vastly more 

















Robert H. Lovvorn, president of Cal- 
houn Life of Columbia, S. C., is shown 
with Miriam Stevenson of Winnsboro, 
S. C., “Miss Universe of 1955.” Miss 
Stevenson appears on a weekly TV 
program sponored by Calhoun Life. 
The company stresses the angle of a 
South Carolina company tied in with 
a South Carolina celebrity and South 
Carolina talent appearing on the pro- 
gram. 





TRAINED AND EQUIPPED 


The Lincoln man is trained to prescribe 


properly for his clients’ needs, and he’s 


















Lincoln 


men. 


THE 


equipped to fill his insurance prescrip- 


tion, whatever it may be. 


training courses combined with an ex- 
tremely broad range of insurance plans 
provide two more reasons for our proud 


claim that LNL is geared to help its field 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 
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PROTECTION FOR 
CHILDREN ISSUED AGES 
O THROUGH 14 


QUINTUPLES COVERAGE AT 
AGE 21— ANNUAL PREMIUM 
NEVER CHANGES 


for example: 


$5,000 PROTECTION 
AGE 1 TO 21° 


automatically increases to 


$25,000 PROTECTION 
AGE 21 TO 65 


then 


AT AGE 65 
$125 MONTHLY . 
FOR LIFE 


(ten years certain) 











STOCK NAME: JIPS— $5,000 


¥In New York State the Death 


Benefit prior to Age 5 is the 

prefiiums paid, with interest, at 

the rate of 245% compounded - 
annually. 


Br YOUR EYE ON 
LIFE INSURANCE COMPANY 
PITTSFIELD, MASS. « A MUTUAL COMPANY « CHARTERED 1851 


W. RANKIN FUREY, C.L.U., President © H.S. HART, Agency Vice-President 


THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 
for a permanent connection. 

@ Complete line of Life Insurance policy contracts from birth to age 70 with full 
death benefit from, age 0 on juvenile policy contracts. 

®@ Complete line of Accident and Health policy contracts with lifetime benefits. 

@ Individual and Family Hospitalization contracts. 

@ Complete substandard facilities. 

@ Educational program for fieldman. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 


COMPANY'S EXPANSION PROGRAM OFFERS 
Openings in Califorinia, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 


R. D. ROGERS, C.L.U., DIRECTOR OF AGENCIES 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 








Secretary Folsom 
Concedes Limitations 
in Reinsurance Idea 


While the Eisenhower administra- 
tion believes “some form of reinsur- 
ance, or other methods of pooling or 
sharing risks” will speed up the proc- 
ess of extending and improving vol- 
untary health insurance as a sound 
step in meeting the costs of medical 
care, it can’t do the whole job, Sec- 
retary Folsom of the Department of 
Health, Education and Welfare con- 
ceded in addressing the Life Insur- 
ance Assn. of America annual meet- 
ing in New York City. 

Improvement of health insurance 
will not be the total answer because 
there is the problem of those who 
cannot afford to buy such coverage, 
Mr. Folsom said. “The plans you in 
industry and we in government have 
in mind, we believe, will help lower 
the costs of health insurance so that 
many more low income families will 
be protected.” But more study must 
be given to providing protection for 
the “hard core of families” who may 
not be able to pay for the insurance 
even if premiums are reduced. Part 
of the answer is a favorable economic 
climate which will give more people 
the ability to buy voluntary health 
coverage. 


This is a challenge to the insurance 
industry, he said. When attractive pol- 
icies are developed at the lowest pos- 
sible prices, and are offered with drive 
and ingenuity, they are accepted in 
large volume. As private enterprise 
meets the needs of the people, it will 
not be necessary to resort to the gov- 
ernment. 

Voluntary health insurance is a 
sound and practical means of increas- 
ing security against medical costs, Mr. 
Folsom said. Although two out of three 
people are covered by some form of 
health insurance, the measure of the 
problem is what remains to be done, 
because 80 million people have no 
surgical coverage and 120 million lack 
general medical cover. Of the $10 bil- 
lion in private medical care costs, $2 
billion, or 20% is met through insur- 
ance. “We do not, of course, expect 
insurance to meet 100% of medical 
care costs—but insurance can and 
should meet much more than 20%.” 

Mr. Folsom said he believed special 
policies or special techniques should 
be developed to meet health insur- 
ance needs of many older people and 
residents of rural areas. More needs 
to be done in the major medical field 
where “the great bulk” of the people 
are not protected against “the crush- 
ing costs of severe or prolonged ill- 
ness.”’ The deductible and coinsurance 
principles should be applied in devel- 
oping many new plans to provide in- 
creased protection against catastrophic 
illnesses “at very reasonable pre- 
miums.” 

e 6 e 

The social security system, its pro- 
visions extended last year by the Ei- 
senhower administration, still is in 
harmony with the basic objective of 
providing a basic minimum of eco- 
nomic protection. Although extension 
of coverage to groups still excluded 
is seen, the new benefits must be in 
keeping with the times because there 
is a limit to the social security taxes 
people may be willing to pay in the 
future. 

Despite the fact that private com- 
pany pension plans have increased 
greatly in 20 years, there is a “crying 
need today for a renewed display by 
the insurance industry of its tradi- 





. W sy 
Frederic W. Ecker, president of Met- 
ropolitan, pictured at the Institute of 
Life Insurance meeting in New York 
City with Frank Pace, vice-president 
of General Dynamics Corp., former 
secretary of the army, who addresseq 
the luncheon session. 








Union Central Names 3 
at Cleveland, Columbus 


Three managerial changes affecting 
the Columbus and.Cleveland agencies 
of Union Central Life have been made, 

Richard R. Townley, Columbus 
manager since 1953, is now Cleveland 
manager and is succeeded in Columbus 
by Fred W. Gusweiler, assistant agency 
superintendent. James H. McCullough, 








F. W. Gusweiler 


former Cleveland manager, will con- 
tinue with the agency there as associ- 
ate manager specializing in business in- 
surance, pension funds and _= group 
plans, and also will devote time to ad- 
vanced life underwriting training. 

Home office persons attending an 
installation dinner in Cleveland for 
Mr. Townley and Mr. McCullough in- 
cluded Wendell F. Hanselman, 1st vice- 
president; John G. Quick, vice-presi- 
dent, and Clyde W. Ferguson, assistant 
agency superintendent. 

An installation dinner in Columbus 
for Mr. Gusweiler was attended by Mr. 
Hanselman, Clarence L. Peterson, 
vice-president; Harrison P. Warrener, 
assistant agency superintendent and 
Mr. Ferguson. 

During the past 10 years as assistant 
agency superintendent, Mr. Gusweiler 
built a sales training program which is 
a model for the entire life industry. 

Before his appointment at Columbus, 
Mr. Townley was manager at Toledo 
for three years where he quadrupled 
production to approximately $2 million 
a year. Mr. McCullough has been a 
member of the company’s field force 
for 21 years. 


Richard R. Townley 








tional enterprise and ingenuity.” More 
and improved plans are needed to 
cover millions of workers. 

Employers, employes and the insur- 
ance business should cooperate to pro- 
vide better protection for the shorter 
term worker. A shortening of the pe- 
riod of service required for employes 
to secure pension rights would be de- 
sirable. If the lowering of the period 
is made gradually, a financial hard- 
ship can be avoided. 


Siew 








Na 
V-I 


Wil 
super 
Natio 


recru 
joine 
been 
cies. 
Wil 
assist 
ment. 
Ral 
title 
McCu 
years 
to be 
new 
also | 
life di 


R. 
been | 
ment, 
sales 
for th 

Wa 
was 
servic 

Mrs 
Siegel 
agenc 

Joh 
promc 
adver 
terial. 

Ricl 
intenc 
tive w 
who h 
a vac: 

Mr. 
1929 
intend 
year. | 
of age 
and su 
He is 
busine 
tions. 


Life, a 
annual 








ae 
of Met- 
itute of 
W York 
resident 
former 
idressed 


———__ 
—<— 


es3 | 


nbus 
ffecting 
1gencies 
nN made, 
»lumbus 
eveland 
ylumbus 





eiler 


ll con- 
associ- 
1ess in- 
group 
to ad- 
g. 
ing an 
nd for 
igh in- 
st vice- 
-presi- 
ssistant 


lumbus 
by Mr. 
terson, 
rrener, 
it and 


sistant 
sweiler 
hich is 
try. 

imbus, 
Toledo 
rupled 
million 
een a 
| force 








’ More 
led to 


insur- 
o pro- 
shorter 4 
he pe- 
ployes 
be de- 
period 
hard- 


> 





LIFE INSURANCE EDITION 7 





December 23, 1955 





——__—_—_— 


Bankers National 
Names Freeman As 
V-P: Sieger to Retire 


William J. Sieger, vice-president and 
superintendent of agencies of Bankers 
National Life, will retire Dec. 31 after 
26 years’ service. A number of execu- 
tive changes have been made in the 
agency department. 

H. Carlyle Freeman has been elected 
vice-president for agency development. 
He will be in charge of an extensive 
recruiting program. Mr. Freeman 
joined the company in 1935 and has 
been assistant superintendent of agen- 
cies. 

William F. Good has been appointed 
assistant director for agency develop- 
ment. He has been field supervisor. 

Ramon E. McCue has been given the 
title of director of A&H sales. Mr. 
McCue, who joined the company five 
years ago, has been and will continue 
to be in charge of A&H, including the 
new non-canceliable department. He 
also will continue his interest in the 
life department. 

e @ e 





R. Donald Quackenbush, who has 
been in charge of the credit life depart- 
ment, was named manager of group 
sales with additional responsibilities 
for the new line of group coverages. 

Walter J. Rogers, agency secretary, 
was appointed manager of agents’ 
services. 

Mrs. Gertrude Toth, secretary to Mr. 
Sieger for many years, was named 
agency secretary. 

John W. Kelley continues as sales 
promotion manager, responsible for 
advertising, publicity and sales ma- 
terial. 

Richard J. O’Brien, assistant super- 
intendent of agencies, resigned, effec- 
tive within a few months. Mr. O’Brien, 
who has no immediate plans, will take 
a vacation. 

Mr. Sieger joined the company in 
1929 and was named assistant super- 
intendent of agencies the following 
year. He was appointed superintendent 
of agencies in 1932 and vice-president 
and superintendent of agencies in 1935. 
He is prominent in the life insurance 
business and is active in its organiza- 
tions. 





Takes Boston Brokerage Post 


kichard T. Messinger has been ap» & 
oointed assistant manager of the # 
W. Eugene Hays agency of New Eng- # 
land Mutual Life in Boston. Mr. % 


Messinger joined the agency in 1949. 











O. Kelley Anderson (left), president = 
of New England Life, with H. Bruce # 
Palmer, president of Mutual Benefit £ 
Life, at the Institute of Life Insurance % 


annual meeting in New York City. 
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Soon the year will be ended and the records closed, 


and then all of us will be releasing the story of 1955 prog- 


ress,—millions of this, and billions of that, and so on. 


a 


The danger is that the sheer size of the over-all figures 


may dull our vision of the job that remains to be done. 


Despite the great performance of the industry, Amer- 


NN 


icans generally are under-insured, and few Agents are as suc- 


2 


NS 


cessful as they could be. So long as these things are true, 


there is a lot of work ahead of all of us. 
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Specializing in Evaluation of 
APPLICATIONS 
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Klem Sees Mass 
Coverages Looming 
Larger by 1965 


The trend toward mass coverage 
techniques will be one of the most no- 
ticeable features 
of the next 10 
years in the life 
insurance business, 
Walter Klem, sen- 
ior vice-president 
and actuary of 
Equitable Society, 
said at the annual 
meeting in New 
York City of Life 
Insurance Assn. of 
America. He took 
part in a symposi- 
um on a 10-year 





Walter Klem 


look ahead. 

Elements of the trend are seen in 
the increased popularity of payroll de- 
duction arrangements for ordinary in- 
surance and in various..methods of 
handling pension trust business. Even 
more significant are the changes be- 
ing made in group, providing higher 


Additional 1956 Dividend Action Announced by Companies 





Cc 


Funds Left with Company 
ith- A 





Funds Left —_ Company y 


Non-with- i ccum, Non-with- ith- coum, 
Current Old drawable drawable Div'ds. Current Old drawable drawable Div'ds, 
Name of Company Policies Policies % % % Name of Company Policies Policies % % %, 
Aid Assn. Luth, ... Same as ’55 Same as ’55 3 Maccabees ......... Same as ’55 Same as ‘55 3 3 3.5 
Calif.-Western ..... (h) Same as ’55 2 2 3 Manufacturers ...... Increased _—......... 3 3 3 
Connecticut Genl. ... Increased Increased 3 3 3 Midwestern United .. Same as ’55 Same as '55 3 2.5 3 
Continental Assur. .. Same as '55 Same as ’55 3.15 3 3.15 Mutual Life, Can. ... pprox Approx. 3.5 3.5 3.5 
Equitable, N.Y. .... Increased Increased 3 2.25 3 ' 5% Iner. 5% Incr. 
Guardian Life, N.Y. . | Approx. Approx. 3 3 3 Mutual Savings, Mo. . Same as ’55  ........ 2.5 25 2.5 
124% Incr. 134% Iner. National Guardian .. ” "= 2.25 2 3.25 
Home Life, N.Y. ... Same as ’55 Same as '55 New York Life ..... Increased ~—s......... 3 3 3 
Horace Mann Life ... Ag ” 2.95 2.95 2.95 Ohio National ...... Approx 3 2.5 3 
Jefferson Natl. ..... sis a He: 2 2.5 6% Incr. 6% Iner. 
John Hancock ...... Same as '55 Approx. Guaranteed Rate Victory Mutual ..... Same as ’55 Same as ‘55 2 2 2.25 
(9) 2.8% Incr. (9) 3 2 3 


(g) Settlement dividends will be payable in 1956 under certain classes of policies. (h) Increase for Pref. and Spec. Pref. Risk Ord. Life and 20 Pay. pians; other plans, 


same scale as 1955. 











maximum amounts of issue, continu- 
ation of protection after retirement, 
and coverage of the 10-24 size groups. 
Interest is rising in provisions for wid- 
ows of pensioners. 

The next 10 years well may witness 
further development of premium gra- 
dation by size of policy, Mr. Klem said. 
“The $10,000 special barrier has been 
broken through by several companies, 
and the day of the $25,000 and $100,- 
000 specials is here.” 

The force of competition will give 
rise to more and more specials. Strati- 








does. 


Occidental does. 


Ordinary Life at end 


“A Star in the 


HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 





_SOME DO - SOME 
DON'T... WE DO! 


SOME COMPANIES offer a Total Disa- 
bility Income rider. Some don’t. Occidental 


Some write Total Disability Income paying 
as long as totally disabled—till death or 
the end of the endowment period—then 
the face amount of the policy. Most don’t. 


Some write Total Disability Income with 
Term. Most don’t. Occidental does. 


Some write Total Disability Income pro- 
viding automatic conversion of Term to 


waive the higher premium while total dis- jf 
ability lasts. Most don’t. Occidental does. 


And some write Total Disability Income 
with four—not six—month waiting period. 
Most don’t. Occidental does. 





“WE PAY AGENTS LIFETIME RENEWAILS.. 


of the period—and 


West..." 


. THEY LAST AS LONG AS YOu DOr’ 


fication of the premium structure will 
proceed, hit and miss, until all insur- 
ance departments rule that gradation 
is not unfair discrimination. It is of 
the same essence that averaging of 
administrative expenses be abandoned 
to give the purchaser of larger poli- 
ciesS’ the benefit of lower unit cost. 

The next decade may see acceler- 
ated liberalization in selecting stan- 
dard risks at the younger ages at is- 
sue. The current low level of mor- 
tality rates and their continued im- 
provement provide latitude for fur- 
ther liberalizations in the general ap- 
proach. The criterion for accepting 
standard risks could be changed to 
embrace higher mortality at the 
younger ages in terms of higher per- 
centages of the mortality rates now 
being experienced. 

“In general we should look forward 
to an increasing effort to substitute 
claim payments for expense payments 
wherever that can be done with fair- 
ness to all policyholders. Nor will that 
effort be confined altogether to the 
younger ages at issue, for as medical 
science and measures for accident pre- 
vention continue to advance we may 
expect continued stress on the reduc- 
tion of extra premiums for occupa- 
tional hazards and medical impair- 
ments. The whole trend is in the right 
direction for our public relations.” 


The next 10 years may bring the 
first example of an ordinary life com- 
pany which sets up its rate book and 
bases its selling on monthly rather 
than the traditional annual premium, 
Mr. Klem prophesied. Monthly budget- 
ed payments are becoming more prev- 
alent in our economy. A higher pro- 
portion of new business is being sold 
on monthly premiums today than 10 
years ago. 

The cost of 12 collections a year is 
distinctly higher than the cost of one. 
Higher lapse rates go with monthly 
premiums, further raising the cost. 
And there is the hazard of overselling 
in the “one small down payment” ap- 
proach to life insurance. 

Although simplifications would 
minimize the extra costs of monthly 
premium business, if costs alone are 
viewed it would be preferable to move 
in the direction of less frequent rather 
than more frequent payments. 

In the next decade we can look for 
increasing acceptance of major medi- 
cal as a “valuable addition” to exist- 
ing health care insurance, Mr. Klem 
said. Ideas embodied in major medi- 
cal are likely to be expanded to pro- 
vide a single comprehensive policy 
combining the major protection with 
much of the basic protection now 
usually provided by the three custom- 
ary types of coverage. 

In eliminating from coverage many 
small claims which are proportionate- 
ly costly to administer in favor of 
more protection against the crippling 
major financial effects of accident and 








(CONTINUED ON PAGE 15) 


Variable Annuity on 


Finance Assn. Card 

NEW YORK—An entire morning 
will be devoted to a panel discussion 
of the variable annuity at the annual 
meeting here of American Finance 
Assn. Dec. 28 at Hotel Commodore, 
George T. Conklin Jr,, financial vice- 
president of Guardian Life, will be 
moderator. Chairman M. Albert Lin- 
ton of Provident Mutual and Prof, 
Paul W. McCracken of University of 
Michigan school of business will pre- 
sent papers. 

Discussing the papers will be Claude 
L. Benner, president, Continental 
American Life; William C. Greenough, 
vice-president Teachers Insurance & 
Annuity; Donald B. Woodward, chair- 
man of the finance committee of Vick 
Chemical Co., and a former vice- 
president of Mutual of New York; and 
George E. Johnson, president of Vari- 
able Annuity Life. The association will 
welcome participation by life insur- 
ance people. 


Name Trimble Assistant 


Kentucky Commissioner 
H. L. Trimble, for 18 months with 
American Agency Service at Louis- 
ville, has been appointed assistant 
Kentucky insurance commissioner. 

A property insurance veteran, Mr. 
Trimble entered the business with 
Tennessee Inspection Bureau _ after 
studying law at University of Chat- 
tanooga and fire protection engineering 
at Armour Institute, now Illinois Tech. 
Three years later he went with a gen- 
eral agency at Nashville, and subse- 
quently served with general agencies 
at Paducah and Louisville. 

Mr. Trimble is a former vice-presi- 
dent of Kentucky Fire Underwriters 
Assn. and since 1950 has been wielder 
of Kentucky Blue Goose. 


Berkshire Liberalizes 


Aviation Underwriting 


Berkshire Life has made all insur- 
ance plans available at standard rates 
to pilots and crews of scheduled U. S. 
and Canadian airlines. The company 
defined “scheduled” as having main- 
tained scheduled flying for at least 
two years. 

Many private pilots now may qual- 
ify for life plans without extra pre- 
mium or limiting riders. To make the 
same advantage available to policy- 
holders, the company has offered to 
consider extra premium rate reduct- 
ions on policy anniversaries. 





INSURANCE STOCK 
SPECIALISTS 








Wood, Struthers & Co., Inc. 
Established 1905 


J. William Middendorf 
30 Wall St., New York 5, N. Y. 
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Anderson for End 
to Easy Prepayment 
of Bonded Debts 


President O. Kelley Anderson of 
New England Mutual Life suggested at 
the annual meet- 
ing of Life In- 
surance Assn. of 
America in New 
York City that life 
companies, facing 
a lender’s market 
in the next 10 
years, might con- 
sider adopting 
bond-issue pre- 
payment provi- 
sions more favor- 
able to themselves. 

“If I am at all 
right in my belief 
that demand for capital will exceed the 
available volume of savings in the dec- 
ade ahead,” Mr. Anderson said in a 
symposium on a 10-year look ahead 
for life insurance, “then I wonder if 
we have adapted some of our invest- 
ment policies to this situation. Why 
should life companies, in a lender’s 
market, continue to offer borrowers 
such attractive terms on prepayment 
provisions and the option to pay off 
loans from the companies at a slight 
premium whenever interest rates de- 
cline temporarily? 

“TI haven’t heard anyone suggest 
that the borrower should give us an 
option to raise our interest charges on 
an existing loan whenever interest 
rates in general rise—I am sure most 
borrowers would be horrified at any 
such idea. Yet we give the borrower 
an option which in effect says, heads 
he wins, if interest rates decline; and 
tails we lose, if interest rates rise.” 

Mr. Anderson questioned whether 
there is anything improper in suggest- 
ing that at least part of the proposed 
debt should give the lender, in a pe- 
riod of high corporate income taxes 
when there is a tendency for corpora- 
tions to borrow fully rather than raise 
additional equity, some opportunity to 
share in the profits made possible by 
the part of the loan wich really repre- 
sents a semi-equity position. 

Mr. Anderson, whose part in the 
panel was to estimate the investment 
climate in 1965, said it seems ines- 
capable that life companies are go- 
ing to be called upon to look into new 
types of investment in business and 
industries which will be technically 
far more complicated than they are 
dealing with today. Railroads have 
ceased to be important users of life 
company credit and while public util- 
ities continue to take a _ significant 
part of life company funds the dra- 
matic changes in recent years have 
centered on financing industry and 
trade. 

This has caused expansion of in- 





O. Kelley Anderson 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 


UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 
340 Pine Street, San Francisco 4, California 

Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 





Georges Tattevin (left), French life 


insurance executive, with Frazar B. 
Wilde, president of Connecticut Gen- 
eral Life, at the annual meeting of 
Institute of Life Insurance in New 
York City. 








vestment staffs with many specialists 
and has required more ingenuity in 
finding specific financing mechanisms 
to meet specific situations. It has in- 
cluded development of direct place- 
ments, purchase lease-backs of real 
estate and equipment, plus new wrin- 
kles in indentures. Increasing empha- 
sis must be placed on building up in- 
vestment departments. 

Turning briefly to life company in- 
vestment in common stock qualities, 
Mr. Anderson remarked, “It does seem 
clear, however, that the attitude to- 
ward common stocks has changed pro- 
foundly in the last 10 years, and I sus- 
pect it is likely to change still further 
toward a more liberal use of invest- 
ment funds through this medium.” 

Equity investment in “reasonable 
amounts” gives some opportunity to 
hedge against the possibility of higher 
costs in 1965, plus a chance to keep 
net cost to a minimum. 

Investment statutes must be 
changed in some states if equity in- 


vestments are to be increased. Other | 


states would do well to follow the 
example set by Massachusetts which 
has had a liberal attitude toward equi- 
ties since it adopted the 1830 “pru- 
dent man rule,” under which Mr. An- 
derson’s own company bought its first 
stock 111 years ago. 


“There are serious and difficult 
problems involved in how common 
stocks should be valued for balance 
sheet purposes; but they are not in- 
superable problems by any means,” 
he declared. 

Mr. Anderson predicted that the 
assets of all U. S. life companies will 
double during the next decade, 
amounting to $180 billion by 1965, 
based on annual growth of 7%. 

Life company assets will increase 
by $12 billion in 1965, with cash flow 
ranging between 12g and 2 times es- 
timated growth of assets. The cash 
flow will be between $20 and $24 bil- 
lion, probably closer to the higher 
figure because holdings of industrial 
direct placements and commercial 
mortgages will be greater. This mon- 
ey will be in competition with other 
billions of institutionalized savings. 

The people, living in an economic 
climate of confidence, will create the 
demand for this money. The public 
constantly drives for an increasing 
standard of living, new and improved 
goods and services. 

The most dramatic demand for cap- 
ital will come from American busi- 
ness through the billions it spends an- 

(CONTINUED ON PAGE 13) 


Sees Economic Growth, 
Little Chance of Bad 
Times in Next Decade 


The American economy faces a 
prospect of favorable growth in the 
next decade with little likelihood of a 
deep or protracted depression, Solo- 
mon Fabricant, director of research of 
National Bureau of Economic Re- 
search, predicted at the annual meet- 
ing of Life Insurance Assn. of Amer- 
ica in New York City. 

Mr. Fabricant was less hopeful that 
the U. S. will be as successful in 
avoiding inflation, although he anti- 
cipated a price rise of the creeping 
variety rather than the runaway type. 
He estimated the gross national prod- 
uct will rise by 50% by 1965 if a high 
rate of productivity increase is 
achieved. 

Few, if any, experts believe that 
economic fluctuations will be elim- 
inated in the future, particularly since 
it is in the nature of a progressive 
economy to exhibit instability, he said. 
But the chance of a deep and pro- 


tracted depression is. slight. The 
chance of a sharp but brief contrac- 
tion is smaller than before, but not 
negligible as long as there are some 
doubts about our knowledge and self- 
discipline. Cycles of moderate expan- 
sion and contraction will not be avoid- 
ed. 


Although Mr. Fabricant doubted 
that the U. S. will be able to avoid 
some measure of inflation, he expect- 
ed that wage rates will rise more 
than the cost of living, bringing a 
further rise in real earnings and in- 
come. 

He did not expect any rise in the 
present personal savings ratio, which 
has been in a downward trend for 
two years. In view of the expected 
growth of population and economy, 
however, he looked for a_ personal 
savings volume in 1965 of $25 bil- 
lion, $7 billion above the current level 
and $5 billion more than the aver- 
age of the past five years. The per- 
sonal savings income ratio will be 6%, 
compared to the 8% average in recent 
years, Mr. Fabricant estimated. 
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and individualized policies to 
meet individual needs are 
designed to make 
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COMMENT 





10 Check Points tor Good Communication 


Communication has become the No. 1 


problem of mangement today, as 
American Mangement Assn. pointed 
out in a recent issue of its Manage- 
ment Review. Communication is the 
most vital management tool. AMA, 


from material originally prepared for 
use in its executives communications 
course, selects the 10 most important 
points a manager must consider in 
communicating with employes and the 
public. 

The 10 points are: Seek to clarify 
ideas before communicating. Examine 
the true purpose of each communica- 
tion. Consider the total physical and 
human setting before communicating. 
Consult others, where appropriate, in 
planning communication. Be mindful 
of the overtones as well as the basic 
content of the message. 

Also, take the opportunity, when it 
arises, to convey something of help or 
value to the receiver. Follow up the 
communication to determine if the true 
meaning and intent has been expressed. 
Communicate for tomorrow as well as 
today. Be sure the actions support the 
communications. Seek not only to be 
understood but to understand—be a 
good listener. 

The first step in effective communi- 
cation is systematic analysis of the 
idea. The goals and attitudes of those 
who will receive and be affected by 
the communication must be considered. 
Don’t try to accomplish too much—the 
sharper the focus of the message, the 
greater the chance of its success. 

Communication must be adapted to 
its environment. The speaker must con- 
sider the circumstances under which 
he makes an announcement or renders 
a decision—physical setting and the 
social climate that pervades work re- 
lationships. 

The choice of language, particularly 
the words which have fine shades of 
meaning and emotion, often  pre- 
determine the reactions of the audi- 
ence. Tone of voice, facial expression 
and the receptiveness of the speaker 
to the responses of others frequently 
affect a listener’s reaction even more 
than the basic content of the message. 
The manager should get into the habit 
of looking at things from the other 
person’s point of view. 

Communications may be aimed pri- 
marily at meeting the demands of an 
immediate situation, but they must be 
planned with the past in mind and be 
consistent with long-range interests 
and goals. It is not easy to communi- 
cate frankly on such matters as poor 
performance or the short-comings of 


a loyal subordinate, but postponing 
disagreeable communications makes 
them more disagreeable in the long 
run. 

Listening is one of the most import- 
ant, most difficult and most neglected 
skills in communication. It demands 
concentration on the explicit and im- 
plicit meanings another person is ex- 
pressing, on unspoken works, and on 
undertones that may be far more sig- 
nificant than the words themselves. 
However, in the final analysis, the most 
persuasive kind of communication is 
not what is said but what is done. When 
a man’s actions or attitudes contradict 
his words, what he has said is dis- 
counted. Good supervisory practices— 
clear assignment of responsibility and 
authority, fair rewards for effort, and 
sound policy enforcement serve to com- 
municate more than all the gifts of 
oratory and palaver. 





Institute Cites Shanks 


for Work as Chairman 


Carrol M. Shanks, president of Pru- 
dential, was cited at the annual meet- 
ing in New York City of Institute of 
Life Insurance for the ‘“‘splendid exam- 
ple of forthright performance in the 
public interest” he has given life in- 
surance management. 

Mr. Shanks, who concluded his one- 
year term as institute chairman, was 
presented a citation and plaque by 
Howard Holderness, president of Jef- 
ferson Standard Life. The citation said, 
in part: “In these days of accelerated 
change, he has evidenced a special in- 
terest in meeting and even anticipating 
change along the whole socio-economic 
front. His leadership of the institute 
this past year has been an important 
contribution to the building of better 
relations among all of the many pub- 
lics whom the business serves.” 


N. Y. Life Reduces 


Need for Notarizing 


New York Life has eliminated no- 
tarizations and witnessing of signa- 
tures on more than 80 printed forms, 
saving time, money and trouble for 
policyholders. In all, 500,000 fewer 
signatures of witnesses and notaries 
will be required each year from pol- 
icyholders and beneficiaries. 








Colo. Insurer Ordered 


to Distribute Surplus 


A Colorado district court ordered 
Howard Life of Denver to distribute a 
$600,000 surplus resulting from the 
merger of Howard Mutual Life Assn., 
with the company, but in the same 
litigation absolved the company of 
charges of fraud brought by a policy- 
holder. 

Last January Moody Sampson a pol- 
icyholder, filed a $3.5 million suit on 


behalf of himself and other policyhold- 
ers charging Howard officials with 
fraud in converting to their own use 
assets of the mutual association in its 
merger with the life company. 

The court found in the changeover 
“no fraud was committed, none was 
intended, and the matter of making the 
transfer and effecting the merger was 
legal.” 

District Judge Edward C. Day, who 
presided at the trial, appointed P. B. 
Twitchell, Denver actuary, to carry 
out the court’s distribution order of 
the surplus to 12,000 Colorado policy- 
holders as soon as possible. 


PERSONALS 


Lewis W. Douglas, chairman of Mu- 
tual of New York, has been elected to 
the board of Empire Trust Co., New 
York City. 

s 











Dennis N. Warters, executive vice- 
president of Bankers Life of Iowa, has 
been elected to the board of Greater 
Des Moines Chamber of Commerce for 
a term lasting until 1958. He served as 
chairman of the chamber’s city beauti- 
ful committee during 1955. 


Commissioner Frank Sullivan of 
Kansas entered the University of Kan- 
sas medical center at Kansas City, 
Kan., Dec. 11. His condition has been 
diagnosed as a duodenal ulcer. It is 
anticipated he will be in the hospital 
through Christmas but he has shown 
satisfactory improvement since enter- 
ing the hospital. 


Richard B. Evans, president of Co- 
lonial Life, and Eric G. Johnson, vice- 
president, will serve as chairman and 
cochairman, respectively, of the ad- 
vance gifts division of Essex County, 
N.J., Heart Assn. fund raising cam- 


paign. 


Frank W. Fletcher, Life & Casualty 
of Tennessee, Nashville, has been ap- 
pointed deputy director of the inter- 
national cooperation administration’s 
mission to Jordan. 








John Hancock Employes 
Aid Needy at Christmas 


Home office employes of John Han- 
enck held their annual Christmas “par- 
ties with a purpose” to aid the needy 
in the Boston area. 

The actuarial department is conduct- 
ing a two-year drive to raise $1,000 to 
furnish a playroom for Children’s Med- 
ica] Center. The industrial issue divi- 
sion bought 50 bed lamps and individ- 
nal sifts for 78 patient<: at Lakeville 
State Sanitorium. The district agency 
department donated clothing and per- 
sonal items to 1.600 patients at Med- 
field State Hospital. 

Other employes purchased gifts for 
people in Boston hospitals. Christmas 
displays in most devartments consisted 
of decorated boxes for holding con- 
tributions. 





Fidelity Union Life of Dallas has 
been licensed in California. 


DEATHS 


WARREN T. BLEASE, 52, secretary 
of Connecticut Mutual Life since 1949, 
died unexpectedly in his office. He 
joined the actuarial department as qa 
clerk in 1925 and transferred to the 
income settlement department in 1929, 
becoming supervisor in 1936. He was 
named assistant secretary in 1944. 





MISS ROSINA HENKEL, secretary 
to James G. Bruce, vice-president and 
secretary of Colonial Life, died un- 
expectedly at her home in Nanuet, 
N. Y. Miss Henkel, with the company 
32 years, also was secretary to the ex- 
ecutive and investment committees of 


the board. 


HARRY A. NASH, 57, retired man- 
ager of Prudential at Manchester, N.H., 
died in a St. Petersburg, Fla., hospital, 


MRS. GRACE HARDEBECK, wife of 
Elmer H. Hardebeck, vice-president 
and actuary of Bankers National Life, 
died at her home in Verona, N.J., after 
a long illness. Her son, John Harde- 
beck, is with Prudential in Jackson- 
ville. 


THEODORE SHELNUTT, 51, Mc- 
Allen, Tex., general agent for Ameri- 
can National since 1944 died. A veter- 
an of 30 years in the business, he was 
a director of Texas Assn. of Life Un- 
derwriters at the time of his death. 








Insurance Press’ to 


Cease Publication 


NEW YORK—The Insurance Press 
monthly magazine published for the 
field forces of combination companies, 
is discontinuing publication with the 
December issue. The paper is owned 
by L. Alexander Mack, chairman 
of Underwriting Printing & Publishing 
Co., which publishes the Weekly Un- 
derwriter and various other insurance 
publications. 

Mr. Mack started the paper in 1931 
as Industrial Insurance, changing the 
name to Insurance in 1943 and to the 
present title in 1948. For several years 
the Insurance Press has been edited by 
Charles B. Petrie, associate editor of 
the Weekly Underwriter in charge of 
the life department. 

In a statement in the final issue Mr. 
Mack said in part, “We regret that 
cur efforts over the past quarter cen- 
tury have failed to produce an income 
large enough to support an indepen- 
dent editorial and business office 
staff, but we are sincerely grateful to 
advertisers and subscribers who have 
stood by us in our untiring efforts to 
do so. Having reached a time in life 
when we wish to retire, we are no 
longer willing to risk our capital in a 
venture for which we can _ see’ no 
future.” 





Great-West Life has appointed Carl 
Spangenberg and D. James Smith_su- 
pervisors at Saskatoon, Sask., and Sag- 
inaw, Mich., respectively. Mr. Spang- 
enberg joined the company last April 
and Mr. Smith in 1954. 


NN 
ADVERTISING OFFICE: OFFICERS: 





FeNATIONAL UNDERWRITER 


—Life Insurance Edition 

EDITO Oo 

99 John 8t., New York 38, N. WY. 
Executive Editor: Robert B. Mitchell. 


Assistant Editors: John B. Lawrence, Jr. 


CHICAGO EDITORIAL OFFICE: 

175 W. Jackson Blvd., Chicago 4, IIl. 
Associate Editors: Charles C. Clarke and 
John C. Burridge. 
Assistant Editors: Richard J. Donahue and 
Charles L. Manning. 

Copy Editor: William L. Finnerty. 


175 W. Jackson Blvd., Chicago 4, Ill. 
Telephone Wabash 2- 2704, 
Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFIC 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 1-214 


Howard J. Burridge. President. 
Louis H. Martin, Vice-President. 
Joseph H. Head, Secretary. 

John Z. Herschede, Treasurer. 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 1-2140. 





an Eloise West. 

ATLANTA 3, GA.—432 Hurt Bldg., Tel. Mur- 
ray §-1634. Fred Baker, Southeastern Man- 
ager. 

BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Tel. Liberty 2-1402. Roy H. Lang. New Eng- 


land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E. Schwartz. Chicago Mgr. 
k. J. Wieghaus, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 1-2140. Chas. P. Woods, Sales 


Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenuwuist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 
Bldg... Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—i02 Lafayette Bidg., 
Tel. Woodward 1-2344. A. J. Edwards, Man- 
ager fur Indiana and Michigan. 


KANSAS CITY 6, MO.—605 Coiumbia Bank 
Bldg., Tel. Victor 2-9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Northwestern Manager. 

y 38, N. Y.—99 ae Street, Room 
Beekman 3-3958. T. Curtin and 
Clarence W. Hammel, New York Managers. 
NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Mitchell 2- 1306. John F. McCormick, Resident 
Manager. 


YO. 
1103, Tel. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Fred L. White, Resident Man- 
ager. 


PHILADELPHIA 9, PA.—1027 S. Broad St., 
Room 1127, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 
SAN FRANCISCO 4, CAL.—Flatiron Bldg., 544 
Market St., Tel. Exbrook 2-3054. A. J. 
Wheeler, Pacific Coast Manager. 


4. 
¥ 


PR 
Tell 


NEV 
vital 1 
tions 
cause 
lish cc 
legal 
time h 
impact 
son, PD 
Insura 
here oO 
sel. 

isl Mat 
an in: 
legal 
their 
favora 
“put tl 
stance: 
and sé 
such a 
involv 
for so 


Life 
respon 
compa! 
far rer 
compa: 
who v 
you re 
looked 
thing | 
ical to 
conditi 
relatio! 
ant as 

Simi 
presen 
of the 
balance 
accept 

“Eve 
records 
the cas 
eral pl 
in the 

The 
transac 
import 
Johnso 
made | 
ation « 
tended 
cation 
forms, 
cedure: 


“An | 
might | 
public 

Mr. 
how a 
what i 











the $1! 
from k 
Rogers 
and Be 








, 1955 














December 23, 1955 


LIFE INSURANCE EDITION 








Lawyers Have Vital 


PR Role, Johnson 


Tells Counsel Assn. 


JEW YORK—The lawyer has a 
vital role to play in the public rela- 
tions of a business, particularly be- 
cause his decisions which help estab- 
lish company policy must conform to 
legal requirements and at the same 
time have the maximum of favorable 
impact on the public, Holgar J. John- 
son, president of the Institute of Life 
Insurance, told the annual meeting 
here of Assn. of Life Insurance Coun- 
sel. 

“The lawyers cannot afford to do 
an inadequate job of protecting the 
legal rights of their companies and 
their policyholders in order to build a 
favorable attitude,’ Mr. Johnson said, 
“but they can appraise all the circum- 
stances, Measure one against the other, 
and seek to do what is necessary in 
such a way as to protect the interests 
involved and secure public approval 
for so doing.” 

Life company lawyers have manifold 
responsibilities in representing their 
companies in many jurisdictions, often 
far removed from the domiciles of the 
companies, according to Mr. Johnson, 
who warned that “in such instances 
you represent an entity that may be 
looked upon by the public as some- 
thing remote and even perhaps inim- 
ical to the local interests.” Under such 
conditions, he emphasized, the public 
relations approach may be as import- 
ant as the legal aspect. 

Similarly, he pointed to the legal 
presentations to the various agencies 
of the government as requiring a fine 
balance of legal conformity and public 
acceptance. 

“Every case presented makes two 
records; one before the group hearing 
the case, and the other before the gen- 
eral public as the case is translated 
in the press,” he said. 

The work of the lawyers in company 
transactions with the public is also an 
important point of public relations, Mr. 
Johnson said, citing the real progress 
made in recent years in the elimin- 
ation of statements and forms that 
tended to annoy the public, simplifi- 
cation of policy contracts, application 
forms, claim settlements and loan pro- 
cedures. 

“An occasional review of such things 
might open up more new avenues for 
public approval,” he said. 

Mr. Johnson also emphasized that 
how a thing is done is as important as 
what is done, concluding that “there 


are ways of saying things that are ac- 


-curate and still get favorable public 


attention. He urged the lawyers to 
participate with top management in 
looking ahead and studying the prob- 
lems to come, to be ready for adequate 
treatment that will develop the best 
possible public reaction. 


Prudential Dividends 
Increase $37 Million 


Prudential next year will pay or 
credit $206.5 million in dividends, in- 
crease $37 million, to individual life, 
annuity and A&S policyholders. 

Eight million dollars of the increase 
is due to the greater amount of in- 
surance in force and $29 million is 
the result of liberalized dividend scales 
which have the effect of reducing the 
cost of insurance to policyholders. 

The liberalization does not. apply 
uniformly to all policies because of 
differences in premium rates and oth- 
er policy features. However, in most 
cases next year’s dividend will be 
greater than that credited this year. 





Three Changes Made in 
Indianapolis Agency Heads 


G. Williams Eppley has been ap- 
pointed manager of the Central Indiana 
ordinary agency of Prudential, replac- 
ing G. E. Steigerwald, who becomes 
brokerage manager of the agency. Mr. 
Eppley has been manager of the In- 
dianapolis office of New York Life for 
the past four years. 

E. D. Stevens, general agent, Ohio 
State Life, Indianapolis, has resigned 
to join the Indianapolis Life home of- 
fice agency in personal production. 
Prior to taking the Ohio State general 
agency, in 1948, Mr. Stevens was for 
five years sales director for Hoosier 
Farm Bureau Life, which he joined 
in 1937 as an agent. 

Clarence Schneider, general agent, 
Guardian Life, Indianapolis, has re- 
signed to enter personal production 
with the company. 





Union Central Already 
Past Sales Total of 1954 


Union Central Life has set a new an- 
nual production record of $220,127,610 
with December yet to be counted, 
which will push the record even higher. 

The company’s previous annual total 
was $204,999,967, in 1954. Figures for 
both years exclude group sales to the 
U.S. government. The company estab- 
lished a one day sales record of $4 mil- 
lion in ordinary business on Nov. 30, 
with roughly three-fourths of day’s 
business coming in after 2 p.m. 

Of the company’s 14 top agencies, 10 
did more business in the first 11 
months of this year than in all of 1954. 











Manhattan Life 
agents in Novem- 
ber set a new rec- 


ord for one 
month’s_ ordinary 
business, submit- 


ting $18,785,221 in 
honor of the agen- 
cy superintendents, 
Harry Levey, 
Frederick W. 
Lohm and Harry J. 
Nelson. In addi- 
tion, $6,718,600 of 
group life was 
turned in, for a 
grand total of $25,- 
503,821. Ordinary 
exceeded by 25% 


the $15 million quota for November. President Thomas E. Lovejoy Jr., second 
from left is shown with some of the general agents who won awards: Bart M. 
Rogers, Passaic, N. J., at left; James G. Ranni, third from left; Percy A. Peyser 
and Bernard L. Frischman, all New York City. 


Travelers Large Scale Field Changes Affect 78; 
Include Retirements, Appointments, Transfers 


Two Travelers managers have re- 
tired and the company has made 14 
managerial changes and 58 other field 
changes. 

Robert J. Waugh, manager at Cleve- 
land, has retired after 46 years’ serv- 
ice, 35 of them as a manager. He has 
served at Pittsburgh, Cincinnati and 
Atlanta. 

G. Floyd Cooper, manager at South 
Bend, has retired after 31 years’ serv- 
ice. He also has served at Cleveland. 

Succeeding Mr. Waugh is Frederick 
A. Noseworthy, who served as field 





G. Floyd Cooper Robert J. Waugh 


supervisor and assistant manager at 
Manchester, N. H., before going to 
Worcester as manager in 1954. 

Succeeding Mr. Cooper is William 
M. Thomas, who served as field su- 
pervisor and assistant manager at 
South Bend before becoming assistant 
manager at Reading, Pa., with head- 
quarters in Harrisburg in 1954. 

John S. Howe, assistant manager at 
New York, succeeds Mr. Noseworthy. 

George F. Welsh, manager at Char- 
lotte, has been granted a leave of ab- 
sence upon the advice of his physician. 

Charlies R. Strader, manager at 
Charleston, W. Va., replaces Mr. Welsh. 

James W. Kettlewell, assistant man- 
ager at Pittsburgh, succeeds Mr. Strad- 
er. 

John H. Whitehouse, assistant man- 
ager at New York, becomes manager 
at Rochester, N.Y. 

Harold A. Wishart, assistant manag- 
er at Toronto, with headquarters at 
Hamilton, becomes manager at Hali- 
fax, succeeding Wesley Niles, appoint- 
ed manager at Buffalo. 

These managerial appointments are 
effective Jan. 1: 


ne ofthe Bast 


. .. @ reputation earned 
sistently excellent record 


Paul Light, manager at New Orleans, 


goes to Newark in the same capacity, 


succeeding Stephen T. Hanscom, who 
has been promoted to the home office. 
Mr. Light is a CLU. 

Samuel B. Shoults, manager at Little 
Rock, succeeds Mr. Light. 

Glen Allen, assistant manager Okla- 
homa City, with headquarters at Tulsa, 
succeeds Mr. Shoults. 

Malcolm W. Dunlevie, manager at 
Miami, becomes Houston manager suc- 
ceeding George H. Shackelford, who 
has been promoted to the home office. 

D. Winston Williams, assistant man- 


ager at Norfolk, succeeds Mr. Dun- 
levie. 
Kenneth N. Thompson, assistant 


manager at Montreal, becomes man- 
ager at Ottawa, succeeding Henry G. 
Williams, who has been promoted to 
the home office. 

Thirty field supervisors have been 
promoted to assistant managers at the 
cities indicated: R. G. Bruce, Los An- 
geles; D. G. Ford, Oakland; Bruce 
Beaven and O. S. Strand, Denver; E. J. 
Keller, Louisville; S. M. Chase, Boston; 
J. E. Mitchell, Springfield, Mass.; D. D. 
Plumpton, Worcester; D. W. Killam, 
Duluth; W. R. Nordquist, Minneapolis; 
J. W. Lewis, St. Louis; I. D. Martens, 
Omaha; F. J. Reinecke Newark; P. J. 
Lillie, Buffalo; R. L. Roellke, New 
York; J. H. Marburger, Rochester, 
N.Y.; A. H. Gudger, Charlotte; B. F. 
Olsen, Columbus, O. J. C. Hall, Day- 
ton, O.; R. S. Lawson, Toledo; J. W. 
Harrington Jr., Erie, Pa.; H. D. Krouse, 
Oklahoma City, with headquarters in 
Tulsa; C. C. Bell Jr., Reading, Pa., with 
headquarters in Harrisburg; S. A. 
Hempley, Charlotte, with headquart- 
ers at Columbia; K. E. Eversull, New 
Orleans, with headquarters at Jackson, 
Miss.; W. D. Menefee, Dallas, with 
headquarters at Fort Worth; C. E. 
Earley, Lubbock, Tex.; G. W. Cogh- 
lin, Vancouver; L. R. Stafford, Mon- 
treal, and D. J. Bannerman, Winnipeg. 

Assistant managers transferred in 
the same capacity were John R. Prin- 
dle, from Jackson, Miss., to Pittsburgh, 
R. N. Hogue, from Fort Worth to Dallas, 
and Robert L. Hutchinson, from Phil- 
adelphia to New York. 

John R. Van Wagoner Jr., field su- 

(CONTINUED ON PAGE 16) 
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"Look at This! (1) Non Cancellable-—- 
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after two years (6) Deductible-—-as with 
Collision on your car (7) Up to 120 months 
coverage for Sickness (8) Up to Lifetime for 
Accident. 

"It's our company's new PRESIDENT'S 
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Equitable Dedicates 
25-Story Building 


in San Francisco 

Equitable Society has dedicated its 
$12% million, 25-story new building 
at Montgomery and Sutter streets in 
San Francisco. 

The structure has a facade of white 
frames and spandrels and stainless steel 
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mullions. All office space is air con- 
ditioned, soundproofed and has fluor- 
escent lighting. Elevators are control- 
led by an electronic “brain.” 

The company occupies 30,000 square 
feet, and rentable area is 364,000 
square feet, of which 85% already is 
under lease. The building holds 2,000 
workers. 

Arthur P. Carroll, field vice-presi- 
dent of the western department, di- 
rects operations in eight states from 
the new building. The San Francisco 
agency, managed by Arthur D. Hemp- 
hill, also is located there. The western 
group department, headed by Manager 
Walter E. Paully, handles service and 
sales in a nine-state area from the new 
headquarters. The western salary sav- 
ings division, under Otto W. Chad- 
bourne, covers eight states from there. 

The building also houses 300 cash- 
iers, 25 medical, underwriting and 
claims people; 50 in group service; 
sales personnel; and centralized facili- 
ties for city, farm and residential mort- 
gage loans. 

The skyscraper is the first built in the 
city since 1948 when the stringent 
“earthquake code” went into effect. 
It is supported by 460 steel piles, long- 
est under any U.S. building, sunk into 
the earth by “Alfred the monster,” 
largest land pile driver ever operated 
in western U.S., thus conforming to 
the city’s strict earthquake code. Pile 
driving began in December, 1953, and 
when the job was completed four 
months later, a “wake” for “Alfred’s” 
noise was held amid considerable pub- 
licity. 

Equitable constructed the building to 
provide investment of funds, publicity 
and office space. 





Farmers & Traders Life has been 
licensed in Kansas. 





A&H Review Changing 


Name to A&S Review 


The Accident and Health Review 
a National Underwriter publication, 
is making a change in its name be. 
ginning in January with the start of 
its 49th year, when it will be called the 
Accident and Sickness Review. The 
change is being made in keeping with 
the large usage of “sickness” by com- 
panies and producers in the multi- 
named field of insurance the publica- 
tion serves. Editorial and subscriptions 
offices will continue to be in Cincin- 
nati. The advertising office is in Chic. 
ago. 





Hearing on A&S Rules in 


Neb. Jan. 5 at Lincoln 


Director Pansing of Nebraska has 
notified A&S insurers of a hearing Jan. 
5 in Lincoln to consider the question of 
adopting formally as a department rule 
the newly devised “rules governing the 
advertisement of accident and sickness 
insurance” as adopted by NAIC at its 
December meeting. 





New Great-West Selection 


Standards for Pilots 


Great-West Life has liberalized its 
underwriting of civilian aviation risks 
and will now provide standard cover- 
age for certain classes of pilots and 
crew members previously subject to 
extra premium. 

Standard coverage is now available 
to civilian pilots and crew members of 
licensed passenger planes operated on 
a national or international basis by 
United States and Canadian commer- 
cial scheduled airlines and also to pri- 
vate pilots, age 30 and over, who are 
deemed first-class risks in every other 
respect, and who have at least 400 
hours solo experience, with annual 
flying time not exceeding 100 hours, 





Equitable, Iowa, Keeps 


1955 Dividend Scale 


The 1956 dividend scale of Equitable 
Life of Iowa will be the same as at 
present. Interest on funds left with the 
company will be computed on the bas- 
is of 3%, unless a higher rate is speci- 
fied. 





Name Ruane at Wichita 


Massachusetts Mutual Life has ap- 
pointed Thomas L. 
Ruane _— general 
agent at Wichita, 
succeeding Robert 
H. Gardner, who 
asked to be re- 
lieved of manage- 
ment duties in or- 
der to devote full 
time to _ personal 
production. Mr. 
Ruane has been a 
supervisor in’ the 
John W. Lawrence 
agency at Chicago. 
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FTC Calls for Meeting 
to Get up A&S Ad Code 


(CONTINUED FROM PAGE 1) 
companies in view of the trade prac- 
tice conference procedure. However, 
insurance representatives believe it 
would be logical for FTC at least to 
suspend action on them since the 
problems they involve will be con- 
sidered at the conference. 

In this connection, observers of FTC 
over a period of years recall that a 
number of complaints it had issued 
against cosmetic concerns were 
dropped or suspended when the mat- 
ters at issue were taken up on an in- 
dustry-wide scale through a similat 
conference. 

e a e 

Mr. Cox dismissed the complaint 
against American Hospital & Life of 
San Antonio on grounds of lack of 
reliable, substantial and probative evi- 
dence to support the complaint. Mr. 
Hier issued an initial decision for- 
bidding National Casualty of Detroit 
from misrepresenting the details of 
its A&S policies. 

In his opinion Mr. Cox said FTC 
is not required to be legal adviser to 
or personal guardian of every pros- 
pective purchaser of A&S insurance 
even though it is directed by law to 
prevent unfair and deceptive practices 
in commerce. Mr. Hier’s order pro- 
hibits National Casualty from mis- 
representing the duration of its A&S 
policies, the extent of coverage and 
benefits or the physical requirements 
for policyholders. The Hier order re- 
quires the company to state clearly, 
conspicuously, coincidentally and con- 
tiguously, any qualifying provisions or 
conditions when advertising that a 
policy may be kept in force so long as 
premiums are paid or that no medical 
examination is required. 

Mr. Hier said that FTC was the 
guardian of the public interest in pre- 
venting misrepresentation or even 
misapprehension and that it must be 
more vigilant, more careful and more 
stringent in such cases than in other 
cases of alleged misrepresentation. He 
held that the sheer quantity of lan- 
guage in an insurance policy is con- 
fusing to a layman. 


Mr. Cox maintained, in his ruling, 
that statements made by the company 
and cited in the complaint either were 
not misleading or were taken out of 
context and were not misleading when 
read with other statements in the ad- 
vertising. He said he was not endors- 
ing the theory of “buyer beware’ but 
held that an insurance policy should 
be read carefully and that the pros- 
pective buyer should have a definite 
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Agency Directors 
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Many openings for men in Agency Depart- 
ments desiring affiliation with smaller or 
medium sized established companies offering 
rapid advancement. Another group of com- 
panies in this size bracket are in the market 
for men presently in number two positions 
ready to move on to top spot. Other com- 
panies are most receptive to men with good 
production records in Life and/or A & H that 
wish to identify themselves with the company 
side of the picture as assistant agency 
directors. 
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FERGASON PERSONNEL 


330 South Wells St. Chicago 6, Ill. 
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understanding, or obtain an informed 


- interpretation, of any insurance pol- 


icy before he buys it. 

One result of FTC plans for an A&S 
trade practice conference was indef- 
inite postponement of the hearing 
scheduled in Washington Monday be- 
fore Examiner Lipscombe on the com- 
plaint of FTC against Mutual Benefit 
H&A. No date was set for further con- 
sideration of the case. 

Commissioner Mason had proposed 
originally that all pending complaints 
against A&S companies on charges of 
false and misleading advertising be 
disposed of in like manner. However, 
he. could not get the necessary votes, 
so he modified his motion merely to 
authorize the trade practice confer- 
ence. 

It is understood that the first person 
Chairman Mason will recognize at the 
conference will probably be Commis- 
sioner Pansing of Nebraska, chairman 
of the special National Assn. of In- 
surance Commissioners committee 
which drafted the advertising code. 





Anderson Favors End 
of Easy Debt Prepayment 


(CONTINUED FROM PAGE 9) 
nually for research, which creates a 
need for men and money to develop 
resulting new products. The U. S. has 
become the world’s financial center. 
Barring war, American capital will 
flow in larger amounts to foreign 
countries where money is needed des- 
perately. 

Another outlet for capital will be 
the big domestic demand for toll roads, 
public construction and schools. Com- 
mercial aviation alone is expected to 
require $1.5 billion a year in financ- 
ing during the next few years. 

“I think our problem as an indus- 
try and as a nation is going to be to 
find enough savings to finance the 
things that can and should be done,” 
he said. 

Government influence on and over 
business seems to be here to stay, 
whether we like it or not, Mr. Ander- 
son continued. Government plays a 
large role in the economy with the 
support of the voting public. 


Many government acts and machin- 
ery provide an underpinning against 
serious economic declines. Although 
these stabilizers provide a prop, it will 
be known more definitely by 1965 


whether the government can control | 
major fluctuations in the economy. | 


These controls appear primarily to 
forestall recessions. Whether the gov- 
ernment can control inflationary ex- 
cesses still is speculation. 

Mr. Anderson doubted that any ad- 
ministration in the next decade will 
“resort to the deficit financing poli- 
cies of the Roosevelt and Truman ad- 
ministrations.” Foreseeing no _ great 
changes in the volume of government 
debt, he predicted that governments 
will show a relative decline in life 
company portfolios. 

The treasury’s big problem is to 
lengthen the maturities of the gov- 
ernment debt. Life companies will 
serve the best economic interests of 
policyholders by aiding the treasury, 
acting as underwriters to insure suc- 
cess of the government refinancing 
program. But this does not mean life 
companies should become long term 
holders of government securities, he 
said. 

Mr. Anderson made his predictions 
on the assumptions that there will be 
a dynamic and healthy economy with 
no “shooting war” in 1965. 
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You can tell him by the 
way he walks. And his 
brief case carries top-flight 
sales helps to meet the 
needs and wants of every 
prospect for personal or 
business life, and accident 
and health insurance. He 
has earned, moreover, the 
esteem of his colleagues 
and policyholders. 
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LIA Split Over Variable 


(CONTINUED 


Annuity 


FROM PAGE 1) 





exchange commission to intervene and 


would greatly complicate some of the 
logical uses of the variable annuity. 
For example there would be the ques- 
tion of mortality and expense guaran- 


tees, which many people feel should 
be guaranteed, with the only variable 
being reflected in the invest- 


factor 
ment results. There would be com- 
plications if there were a_ separate 
corporation reinsured by the parent 
company. 

Another difficulty, Mr. Day said, 
would arise with group insurance, 


since many employers want equity in- 
vestments during the accumulation 
period and then fixed benefits after 
retirement. Much of the argument 
against a separate company has to do 
with the matter of life contingencies 
and “we would be walking away from 
the traditional role of life companies” 
by abandoning variable annuities to 
separate corporations, Mr. Day said. 


Another consideration is that if life 
agents are going to sell variable an- 
nuities, the public will still think of 
them as being sold by the parent com- 
pany and hence there is serious ques- 
tion what would be accomplislied by 
the separation approach. 

George E. Johnson, president of Var- 
iable Annuity Life, answered a num- 
ber of questions put by Mr. Shep- 
herd. He said that his company con- 
fines itself to the variable annuity, 
except for term 
that runs out at the end of five years. 


As for having a separate corpora- 
tion, Mr. Johnson said this is all right 
for College Retirement Equities Fund, 
a subsidiary of Teachers Insurance & 
Annuity, since there are no problems 
of licensing in more than one state 
and no agents. He said he could see 
many advantages in having a separate 
variable account as the Prudential 
proposes rather than a separate cor- 
poration. 

Asked whether he thought the mu- 
tual funds are going to try to expand 
in the variable annuity field so they 
can make their pay-off period extend 
over a lifetime, Mr. Johnson said this 
is a most fundamental issue and is 
getting too little attention. If there is 
nothing basically wrong about the var- 
iable annuity—and no one says there 
is, he observed—then the question is 
whether it should be regulated as part 
of the life insurance business. He said 
he had had more requests to sell the 
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GENERAL AGENT MANAGER, 
38 years of age—I8 years experience, in- 
terested in General Agency, state of Flori- 
da, or agency director of company. Ad- 
dress Box #J-49, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 
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W. Jackson Blivd., Chicago 4, Illinois. 











insurance coverage . 


variable annuity from mutual fund 
salesmen than from life insurance 
agents. A rapidly expanding develop- 
ment in the mutual fund business is 
the sale of installment purchase pro- 
grams and installment pay-outs. 

Mr. Johnson said he had heard 
statements made that variable annui- 
ty business should be done outside of 
the life insurance business but he had 
heard no real discussion of what would 
happen when the mutual funds get 
into variable annuities. He said that 
if they did, it would only be a short 
time before they would want to ac- 
cumulate reserves, obtain creditor ex- 
emption laws, waiver of premium, des- 
ignation of beneficiaries, settlement 
options, reinstatement provisions, and 
grace periods. If the line between in- 
vestments and life insurance is not 
drawn on the basis of life contingen- 
cies, the consequences may be serious, 
he warned. 

Asked about the mutual funds’ al- 
legations of life insurance tax ad- 
vantage, Mr. Johnson said the recent 
statement of the National Assn. of 
Securities Dealers was “about as good 
an example of an incomplete com- 
parison as you will ever see.” He said 
there is no tax advantage when the 
premium tax that life companies must 
pay is taken into consideration. No 
study has ever been made that makes 
a real tax comparison between life 
insurance and the mutual funds, he 
said. 

President Leland J. Kalmbach of 
Massachusetts Mutual said he won- 
dered if the importance of life con- 
tingencies in variable annuities had 
not been overemphasized. He brought 
out the fact that if a variable annu- 
ity company having only single pre- 
mium contracts outstanding made an 
unwise selection of equities, resulting 
in the common stock portfolio becom- 
ing worthless, there would be no fur- 
ther liability on the part of the com- 
pany. 

In view of the fact that a downward 
variation in the market values of the 
equity investments might be spectac- 
ularly more important than the under- 
lying annuity guarantee, and recog- 
nizing the ability of certain types of 
investment concerns for handling 
common _ stock portfolios, he ques- 
tioned whether life insurance compan- 
ies should expect to have a monopoly 
in the variable annuity field. 

Expressing approval of the action 
taken on the general question of vari- 
able annuities by the executive com- 
mittee of the American Life Conven- 
tion, Mr. Kalmbach said he thought 
that if variable annuities are going to 


be written they should be issyed by 
other than regular life insurance com- 
panies. 

He indicated, however, that he could 
see little objection to the writing of 
variable annuities on a group basis, 
since employers are sophisticated buy- 
ers, aware of the hazards involved and 
are financially able to rectify any de- 
ficiency in income resulting from an 
unsatisfactory experience under var- 
iable annuities. 

President Frederic W. Ecker of Met- 

ropolitan Life said that with “each 
look we take at the variable annuity 
I feel stronger and stronger that this 
business should take a long, long look 
before departing so drastically from 
the basis on which this business has 
been built.” He said that in spite of 
features like the guarantees of mor- 
tality and expenses, the guts of the 
variable annuity is that it is the par- 
ticipation in a common stock fund. 
« Mr. Ecker said it is also very diffi- 
cult “not to be swayed by the period 
that we have been through.” The last 
15 years have seen all-out war and in 
any nation war carries inflation in its 
wake. It is proper to look at the past 
as a guide to the future, he conceded, 
but said again that “we should take a 
long, long look” if it is assumed there 
will again be the type of wars and 
inflation that there have been in the 
past. He said that if one looks at his- 
tory, he will find very little inflation 
except during war periods. 

Saying he was familiar with the 
fact that stock prices can increase 
from other causes than inflation, such 
as the long term growth in the econ- 
omy, he emphasized that that does 
not change the nature of stock in- 
vestments, which is to increase in 
good times and decline in poor times. 
Moreover, the variable annuity would 
shift the risk over to the annuitant. 


“He will be the one taking the risk, 
not the insurance companies,” said 
Mr. Ecker, “and that is a major change 
in what our business has stood for.” 

As for taxation, Mr. Ecker said that 
where two businesses so similar as 
variable annuities and mutual funds 
are involved he doubted that any dif- 
ference in taxation could long con- 
tinue. 

Recalling the unsuccessful efforts of 
the Temporary National Economic 
Committee some 17 years ago in try- 
ing to prove that companies use their 
money to control industries, Mr. Eck- 
er pointed out that TNEC got no where 
with its allegations. The companies 
held no great amount in stocks. 

The variable annuity would change 
that and what may happen in the next 
TNEC investigation might be worthy 
of consideration before it takes place, 
he suggested. 

The life insurance business has built 











AT THE SPEAK- 
ERS’ TABLE— 
Frank Pace (left), 
vice-president of 
General Dynamics 
Corp. and former 
secretary of the 
army, who was 
luncheon’ speaker 
at the annual 
meeting of Insti- 
tute of Life Insur- 
ance, shaking 
hands with Holgar 
J. Johnson Iii, 
president, with 
Carrol M. Shanks, 
president of Pru- 
dential and insti- 
tute chairman, 
looking on. 


William P. Worthington (left), presi- 
dent of Home Life of New York, chat- 
ting with L. D. Cavanaugh, chairman of 
Federal Life of Chicago, in the Wal- 
dorf-Astoria corriders, during the In- 
stitute of Life Insurance annual meet- 
ing in New York City. 








a reputation as providing the one 
thing a man can count on and “I can’t 
get enthusiastic about changing our 
whole method of operation,” he de- 
clared. 

Closing speaker on variable annui- 
ties was Chairman Evans of the ALC- 
LIA subcommittee who said that he 
personally doesn’t feel the variable 
annuity is compatible with life insur- 
ance but “it’s here” and “we can 
agree that if it is here, it must be un- 
der careful regulations to protect the 
public and the business.” 


Lutheran Brotherhood 
Names Three New V-Ps 


Lutheran Brotherhood has appointed 
a new vice-president and two new as- 
sistant vice-presidents. They are Arth- 
ur O. Lee, business manager of St. Olaf 
college, who will become vice-presi- 
dent for church loans; Ingolf Lee, with 
the brotherhood since 1927, and new 
assistant vice-president in the actuarial 
department, and Cyrus Rachie, who 
joined the company in 1950, and now 
is assistant vice-president in the legal 
department. Arthur Lee has been a 
director of the brotherhood since 1947. 








Northwestern Mutual 


Slates Eastern Meeting 


“New Horizons” will be the theme 
of Northwestern Mutual Life’s annual 
eastern regional meeting in New York 
City Jan. 3-4. Five-hundred agents 
from 16 eastern states and District of 
Columbia are expected to attend the 
session which will open with a report 
on the company’s “Newest Look” by 
President Edmund Fitzgerald. 

Others attending from the Milwau- 
kee home office will be Grant L. Hill, 
vice-president and agency director; 
William B. Minehan, secretary;. Dr. 
Gamber F. Tegtmeyer, medical direc- 
tor, and O. Alfred Granum, assistant 
agency director. Agents on the pro- 
gram include A. Davis Baker, Wor- 
cester, Mass.; Sidney F. Greeley Jr., 
Farmingham, Mass.; Stanley S. Trot- 
man, New Haven; Jack P. Fine, Rich- 
mond, and O. B. Olsen and H. W. 
Baird, New York City. 





Metzner Heads Automotive Life 


Carl F. Metzner was elected presi- 
dent of Automotive Life to succeed 
Q. S. Heidelberg, who assumes the 
newly created post of chairman. Mr. 
Metzner formerly was executive vice- 
president and secretary. 





RICHARD T. WALLACE, 63, presi- 
dent of North American Union Life, 
Chicago fraternal, died at his home 
there. He had been with North Amer- 
ican for about 30 years, serving as pres- 
ident for 414 years. 
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Tells How to Stop Union 


Anti-Commission Bid 
(CONTINUED FROM PAGE 3) 
company. Why are we sc big and 
strong and well-known that you think 
we're good enough to insure your 
members? It’s because of the business 
prcught to us by agents. If we want 
to sell insurance ex-commission to our 
agents or give it to them free, that’s 
between us and them. But we’re not 
going to dc it for anybody else— 
unions included—because we’re not 
going to be a party to tearing down 
the agency system that built us up. 
“We've scaled down the commissicn 
on these big cases so that, by and 
large, it’s still high enough to getus a 
satisfactory volume of business but 
low encugh so our rates don’t price us 
out of the market. Maybe you can find 
a company that’s willing to kick its 
agents in the face by taking your busi- 
ness ex-commission. Or if you can’t, 
you might self-insure or start your 
own company—if that appeals to you. 
But this company is not going to en- 
courage buyers to by-pass the agent, 
even though no agent happens to be 
involved in your particular case. We’d 
like to have your business but we’d 
rather lose it than lose the right to our 

agents’ loyalty.” 

It’s entirely pcssible, of course, that 
a union might be so fanatically de- 
voted to the idea of getting its welfare 
insurance ex-commission that it would 
refuse, on principle, to buy from any 
insurer that insisted on including a 
commission factor no matter how 
small. But union leadership has shown 
itself to be nothing if not realistic. If 
a union can get more for its premium 
dollar by dealing with an insurance 
company than by self-insuring or 
starting its own company it seems 
likely that it would buy the coverage 
despite a commission factor in the rate, 
while even a completely ex-commis- 
sion rate would lose out if the union 
felt it could do better with its own 
company or by self-insuring. 

Of course, self-insuring or a captive 
insurer has the appeal of creating jobs 
where union favorites could be placed 
and of increasing the size of the over- 
all operation conducted by the union. 
But the proposed legislation aimed at 
curing abuses in welfare funds will 
doubtless put the union fund opera- 
tions in the same sort of goldfish 
glcbe that the insurers have long been 
accustomed to. Self-insurance and 
captive insurers mav create jobs for 
the faithful and the kinfolk but if the 
nublicitv spotlight shows them up as 
less efficient and more costly than 
regular insurance the union bcsses 
will be quickly placed in an embarras- 
sing position—a hazard they’ll be well 
aware of in advance. 

The more one considers the methods 
bv which unions go abcut getting leg- 
islation they want, the less likelv it 
seems that such legalistic concepts as 
whether the money an agent saves in 
buying insurance for himself is a com- 
mission or a discount will play any per- 
ceptible part in the outcome of the 
coming struggle of the unions to buy 
their insurance ex-commission. 

For in the showdown, the loyalty cf 
the companies to their agents and to 
the agency system will be the real 
defense against ex-commission de- 
mands, for it can prevail regardless cf 
the success of union power politics in 
getting legislative sanction for rates 
that by-pass the agent. 





R. E. Jester of Glenwood, Ark., was 
Republican National Life’s top pro- 
ducer in October, leading in both life 
and A&H sales. 


H. L. Marshall Heads New 


‘Interstate L.4A. Division 


Harry L. Marshall has been appoint- 
ed manager of a new division for In- 
terstate L.&A. which includes all the 
districts in Carolina and Florida which 
were formerly part of division 1 where 
Mr. Marshall has been assistant man- 
ager. 

He joined Interstate in 1932 as agent 
in Macon, has served as district man- 
ager in Florence, Ala., Orlando and 
Tampa, and held other field positions 
before going to the home office in 
1954. 

Other promotions include Robert V. 
McBrayer, manager at Atlanta for 10 
years, who succeeds Mr. Marshall. He 
has been with the company 24 years. 

John R. Griffin has been promoted 
from manager at Pensacola to assist- 
ant manager of division 3. He succeeds 
J. A. Watkins, who has transferred 
to assistant manager of division 2. Mr. 
Griffin started as an agent at Albany, 
Ga., in 1946. 

George E. Hobby, manager at Tal- 
lahassee, had been advanced to assist- 
ant manager of division 4. He has been 
with the company since 1947, serving 
as manager at Tallahassee since 1953. 

Reallocations have been made in the 
divisions. The other divisions, their 
heads and territory are as follows: 

Division 1, R. E. Rabun, Georgia; 
division 2, E. H. Daniel, Tennessee, and 
division 3, Van B. O’Neill, Alabama, 
Arkansas, and Mississippi. The head- 
quarters for all divisions are at Chat- 
tanooga. 

Other promotions include: E. C. 
Wright, formerly field trainer in di- 
vision 1 who has been promoted to 
manager at Tallahassee succeeding Mr. 
Hobby. Mr. Wright has been with In- 
terstate since 1948. 

D. J. Cooke, field trainer and special 
representative in Atlanta, has been 
named manager there. He has been 
with the company since 1947. 

J. R. Chapman, formerly field train- 
er in division 1 has been promoted to 
manager at Pensacola succeeding Mr. 
Griffin. Mr. Chapman started with the 
company in Atlanta in 1943. 

J. B. Hiesler, formerly special repre- 
sentative in division 3, has been pro- 
moted to manager at Dothan, Ala., 
succeeding O. W. Brown, who has 
been named claims representative in 
division 3. Mr. Hiesler has been with 
Interstate for nine years. Mr. Brown 
started with the company in 1943. 

J. P. Wright, staff manager in Cleve- 
land, Tenn., has been promoted to 
field trainer in division 2. He has been 
with Interstate since 1943. 





Klem Sees More Mass : 
Coverages by 1956 


(CONTINUED FROM PAGE 8) 
illness, life companies will serve the 
public better. 

Further development also may be 
expected in meeting the needs of old- 
er people for health protection, Mr. 
Klem continued. More effort will so 
toward providing advance funding of 
group benefits for at least limited cov- 
erage for retiring employes, toward 
providing conversion rights for at least 
part of previous group coverage, and 
for extending ages at issue and pe- 
riods of coverage for individual A&H 
contracts. 

Careful study also must be given to 
long term total and permanent dis- 
ability benefits. After the disastrous 
experience of the 1930s it is under- 
standable that life companies have 
proceeded carefully in reinstituting 
this coverage. A slowly growing num- 
ber will write some form of total and 
permanent disability income benefits 
in connection with individual life pol- 
icies. 

A possible way of increasing the 
scope of coverage in this field may be 


by integration with retirement ben- 
efits. The growing number of groups 
covered by pension plans need dis- 
ability income coverage only until re- 
tirement age when annuity benefits 
begin. 

Pension business will be prominent 
in developments in the next 10 years 
because the need for continued in- 
come during later years and the cost 
of purchasing that assurance are be- 
coming greater, Mr. Klem said. There 
has been a shift in recent years to- 
ward a higher proportion of tempor- 
ary insurance in the ordinary field, 
offset by rapid growth of the group 
annuity business. There is no evi- 
dence of a real change in the balance 
between short and long range protec- 
tion when insurance and annuities, 
ordinary and group, are considered as 
one composite service. : 

Variable annuities, in their present 
form, do not represent the only chan- 
nel of development in the pension 
field. “I wonder whether there may 
not be further growth of the idea of 
building up the retirment fund at least 
partially under the conditions of equi- 


15 
ty investment, but then providing 
guaranteed, fixed dollar annuities 


from the entire fund at time of re- 
tirement.” This arrangement must be 
operated in a way to minimize the 
danger of a large loss to an individ- 
ual whose retirement occurs at a low 
point in the market. With 35 or 40 
years of the working life span during 
which to accumulate retirement funds, 
and an average of 15 years in the re- 
tirement period, this arrangement 
might be popular as a middle ground 
between fixed dollar and variable an- 
nuities. 





Equitable Society Unit Managers 

Equitable Society has appointed as 
unit managers Arthur C. Lonborg, 
Alex S. Sarkisian, and Wilfred H. 
Hemker, all at Chicago, and J. M. 
Powers at Houston. 





Texas Students Form Club 

An insurance club has been organiz- 
ed at University of Texas, located in 
Austin. More than 70 students attend- 
ed the initial meeting, addressed by 
Burke Baker, chairman of American 
General Life. 














American United Life is financially sound 
and stable, among the top 10% of American 
life insurance companies. Important from 
the standpoint of prestige. 


nw THINKING 


American United Life is progressive and 
forward-looking, keeps a step ahead of 
modern underwriting developments. 
Important from the standpoint of having 
the tools to work with. 


ASSISTANCE 


American United Life deliberately keeps its 
contacts with the field on a personal, man 
to man, grass roots basis. Important from 
the standpoint of personal development. 


RESULTS 


Add to the above the philosophy that only 
“good” business is worth writing and 

you'll understand why American United men 
are getting results: for their policyholders, 
for themselves and for the company. 
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Travelers Makes 58 Field, 


14 Management Changes 
(CONTINUED FROM PAGE ll) 
pervisor in New York, has been named 

brokerage manager there. 

Promoted from agency service rep- 
resentative to field supervisor were 
William H. Hinton, Atlanta; Edward D. 
Ballantine Jr., Chicago; John W. Reid, 
Des Moines; Warren D. Spingler, 
Springfield, Mass.; John G. Robbins, 
Detroit; Ronald L. Funk, Minneapolis; 
Albert R. Bennett, Newark; Tony 
James, New York City; James E. 
Swanson, Erie, Pa., and John R. Mul- 
len Jr., Philadelphia. 

Named field supervisors were Wins- 
low L. Burnham, Boston; Ross L. An- 
derson, Toronto; James P. Martell III, 
Wilmington, and David F. McCormick, 
New York. 

Field supervisors transferred were 
John D. Cowherd, from Washington to 
Baltimore, and Kimball S. Green, from 
Providence to Boston. 

John E. Herman, New Orleans; 
Frank E. McClammy, Houston; Gilbert 
R. Graham, Toronto; Lawrence P. 
Burke Jr., New York, and James C. 
Thomas, Milwaukee, were named agen- 
cy service representatives. 

Agency service representatives 
transferred were Leslie T. Seely Jr., 
from Newark to Detroit, William H. 
Jaquith, from Columbus, O., to Cleve- 
land, and A. William Bailey, from 
Camden, N.J., to Philadelphia. 





Provident Mutual Names 
Turnbull in Virginia 


Provident Mutual Life has appointed 
Knox Turnbull general agent, effective 
Feb. 1, of the Virginia agency which 
will be consolidated and enlarged to 
cover most of Virginia and West Vir- 
ginia and will include the present 
Richmond and Charlottesville agencies. 

William D. Evans, who has been 
with the company for seven years, is 
relinquishing his duties as general 
agent at Richmond to become a su- 
pervisor of the enlarged agency. He 
will help develop the agency and con- 
tinue to serve his personal clientele. 

Mr. Turnbull, who has been with the 
company at Charlottesville, is a mem- 
ber of Virginia Bar Assn. and former 
president of Richmond CLU chapter 
and Richmond Life Insurance & Trust 
Council. He is a member of Million 
Dollar Round Table. 





Curtis Succeeds Templeton 
for Ohio National Life 


Kenneth E. Curtis has been appoint- 
ed general agent of Ohio National Life 
at Lima, O., suc- 
ceeding Vernon E. 
Templeton who 
has retired after 
40 years of service. 

Mr. Curtis en- 
tered life insur- 
ance in 1944 as an 
agent of Aetna 
Life. He went with 
Ohio National as 
assistant. manager 
of the Ohio divi- 
sion in 1953. He is 
a past president of 
North Central Life 
Underwrit- 





Kenneth E. Curtis 


ers Assn. 





Start New Ark. Company 


Trans-Continental Life & Accident 
is being organized at Little Rock, the 
fourth new insurer to be started in 
Arkansas in 1955. J. M. Gunn, former 
vice-president and agency director of 
First Pyramid Life, is slated as pres- 
ident. Edward Gordon, prosecuting 


attorney of Arkansas’ 5th judicial 
district, will be vice-president and 
general counsel; Robert Q. Lane, 
Morrilton insurance executive, general 
sales manager, and Nathan Gordon, 
Arkansas lieutenant governor, a dir- 
ector. 

The $230,000 to be raised by sale of 
115,000 shares of stock at $2 a share 
will be held in escrow until the com- 
pany obtains a charter and complies 
with other legal requirements. 





Hanscom, Shackelford 


Advanced by Travelers 


HARTFORD—tTravelers has ad- 
vanced Newark Manager Stephen T. 
Hanscom and Houston manager George 





G. H. Shackelford 


Stephen Hanscom 


H. Shackelford to assistant superin- 
tendents of agencies, effective Jan. 1. 

Mr. Hanscom joined Travelers in 
1941 at Boston and served as manager 
there, at Providence and at Portland, 
Me., before going to Newark in 1952. 

Mr. Shackelford joined Travelers at 
Richmond after working for Socony- 
Mobile there, in 1946. He served as 
manager in Rochester, N.Y., before go- 
ing to Houston in 1953. 





Equitable Names Cramer 


Assistant to Agency V-P 


Equitable Society has appointed 
William W. Cramer assistant to Agency 
Vice-president S. A. Burgess. Mr. 
Cramer will continue as director of 
individual A&H, a post he has held 
since 1952. 

Mr. Cramer joined the company as 
cashier training student at Denver in 
1938 and was named cashier at Chey- 
enne in 1947. He went to the group 
casualty division at the home office 
in 1950 and was named assistant to 
the director of group annuities in 
1951. Six months later, he was appoint- 
ed assistant to the manager of the in- 
dividual A&H division. Mr. Cramer is 
a CLU. 





Franklin Life Sells Group 


to Continental Assurance 


Franklin Life has sold its outstand- 
ing group business, amounting to near- 
ly $6 million, to Continental Assur- 
ance, leaving itself free to pursue its 
program of concentration in ordinary 
business. 

The group business sold was in 
force when President Charles E. Beck- 
er and associates assumed management 
of Franklin Life and no effort was 
made to expand the field. Franklin, 
with more than $2 billion of ordinary 
in force, is the largest legal reserve 
stock life company in America devoted 
exclusively to underwriting ordinary 
and annuity plans. 


CORRECTION 


A story in the Dec. 16 issue on the 
annual sales congress of Texas Assn. of 
A&H Underwriters erroneously identi- 
fied R. J. Kohlruss as being with Con- 
tinental Casualty. Mr. Kohlruss is as- 
sistant vice-president of Security Life 
& Accident, Denver. He is also Rocky 
Mountain chairman of International 
Assn. of A&H Underwriters. 








Late News Bulletins... 








(CONTINUED FROM PAGE 1) 
ation of the functions and activities committee. Other executive committee 
actions included. 

NALU President Stanley C. Collins and managing director Lester O. Schri- 
ver were empowered to lease temporary space in Washington for NALU when 
the present New York lease expires. 

A simplification of NALU’s committee structure was recommended. This 
proposal suggested among other things that the publications and public infor. 
mation committees be merged into a public relations committee 

It was suggested that the board of trustees adopt an interpretation of the 
by-laws under which individual associations could admit representatives of 
fraternal insurance societies as associate members on a local option basis. 

The committee recommended that President Collins appoint a special com. 
mittee to lend NALU support to the Hoover commission report. At its annua] 
convention in August NALU had adopted a resolution commending the Hoo. 
ver commission. 

The John Newton Russell award board was expanded to include the presj- 
dent of the Life Underwriter Training Council, in view of the fact that othe 
major allied insurance associations are represented on the award board. Presj- 
dent of LUTC is Herbert R. Hill, manager for Life of Virginia at Richmond, 

Philadelphia was selected for the 1959 annual convention and Milwaukee 
for 1960. 


Guardian Names Rainer at Montgomery 

Guardian Life has appointed Jack H. Rainer manager at Montgomery, Ala, 
effective Jan. 1. Mr. Rainer succeeds Charles H. Wampold, who joined the com. 
pany in 1941 and is retiring under its pension plan but will continue’ as assor. 
iate manager, devoting his time to personal clients. Mr. Rainer has been with 


Franklin Life in Montgomery. 


Met Advances Dougherty, 15 Other Officers 

NEW YORK—Metropolitan Life has made these promotions. Charles G, 
Dougherty from 2nd vice-president to vice-president. He has for a number of 
years been in charge of insurance relations. 

Raymond F. Killion from 3rd vice-president to 2nd vice-president in the 


A&S department. 


Karl H. Kreder from 3rd vice-president to 2nd vice-president in field 


management. 


Dr. Rexford W. Finegan and Dr. K. Jefferson Thomson to associate medical 


directors. 


Joseph F. Flood, to 3rd vice-president and field personnel officer and John 
H. Beatty, Milton A. Ellis, John T. Hoyt, and George P. Jenkins, to be vice- 


presidents. 


Otto J. Fleig, Jerome V. Leary, Henry E. Mellin and William W. Moss Jr, 


to assistant vice-presidents. 


P. E. Johnson to assistant controller and Joseph C. Simpson, to assistant 


general counsel. 








American Hospital Gets 
Clean Bill on “False Ads” 


American Hospital & Life of San 
Antonio has been completely cleared of 
“charges of false advertising,” accord- 
ing to W. W. Jackson, administrative 
vice-president of the company. He said 
the information came in a telegram 
from the federal trade commission to 
the company president, S. E. McCre- 
less. American Hospital officials had 
previously issued an unqualified denial 
of the charges brought against the 
company by FTC. 


Hits Half-Billion in Force 


West Coast Life has passed the half 
billion dollar insurance in force mark. 
During the past decade its growth 
has been more than triple that of the 
entire previous 39 years. Insurance in 
force at the end of 1945 was $154,053,- 
435. 


Ohio National Life 


Eases Pilot Underwriting 


Ohio National Life has liberalized its 
handling of airline pilots and certain 
classes of civilian pilots. Standard in- 
surance is granted to scheduled air- 
line pilots and to private pilots having 
at least 400 hours flying time and 
flying less than 110 hours per year 
under favorable conditions. 











Ask Merger of Companies 


Directors of Associates Life and As- 
sociates Income have been asked to 
consider a merger of the two Indian- 
apolis companies which were formed 


in 1953. Newell Munson, new president 
of Associates Life, explained that the 
two companies have virtually identical 
stockholders and assets which would 
permit merger without disturbing stock 
holdings and at the same time effect 
operation economies. Further, | the 
merger would allow the new company 
to issue combination life and A&S pol- 
icies. If the board approves, the pro- 
posal will be submitted to stockholders 
at the annual meeting in April. 





Pidgeon to Retire from 


Confederation Life Post 


F. B. Pidgeon, superintendent of 
group sales of Confederation Life, will 
retire Dec. 31. 

Mr. Pidgeon joined the company as 
group representative in 1929. He was 
advanced to group sales superintendent 
in 1936. 

Donald L. Mac Dougall, general su- 
perintendent of agencies since 1945, 
has retired after 42 years with the 
company. He joined in 1913 at North 
Bay, Ontario, and was promoted to su- 
pervisor of group sales, Canadian di- 
vision, in 1928. He was named super- 
visor of all group sales in 1932 and 
superintendent of Ontario agencies in 
1936. 





Fidelity Promotes Filip 


Robert T. Filip has been named as- 
sistant treasurer of Fidelity Life of 
Illinois. 

Mr. Filip has been with the com- 
pany’s investment department since 
1941. Before that he was with an in- 
vestment house at Chicago. 
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These clients are 


mighty glad 


4 _ they’re in the 
LN’) 7% Connecticut Mutual 








MM and more people these days are paying more 
attention to the less obvious values in life insur- 
ance policies. Large buyers especially, and buyers of 
business life insurance. These wiser clients look for 
many things — they insist on these three... 

First, they want a company that treats all policy- 
holders . . . both new and old, and regardless of plan 

. . with equal fairness. 


Second, these wiser buyers know that situations may 
change. So they insist that there be guaranteed in the 
original contract a liberal change of plan clause and 
the right for a business, as well as an individual, to 
exercise settlement options. And they want a wide 
range of options. 

Third, they want low cost. They look behind current 
premiums and dividends — and insist on a company 
with a good investment and mortality record. 





Sir Plus says: the next time you 
have a surplus case or one that 
must be brokered, call the nearest 
Connecticut Mutual General Agent. 


Connecticut Mutual agents, surplus writers and 
brokers know that their clients are satisfied on these 
points. These policyholders discover new values in 
their contracts, time and time again! 


“Ace Os aay (Connecticut Miztaal 
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THE GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE - WINNIPEG. CANADA 








